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ENRY FORD says: “Good business, which in turn 
LEADERSHIP means general prosperity and employment, is not 
something which comes about by chance. It is a result 


of the skill with which business in general is managed— 
° and business in general is only the sum of the activities 
In of the business units. Through all the years that I have 
been in business I have never yet found our business bad 
as a result of any outside force. It has always been due 
to some defect in our own company, and whenever we 
193] located and repaired that defect our business became good 
again—regardless of what anyone else might be doing.” 
Fi 


Henry Ford 





ALTER S. GIFFORD, president of the American 

Telephone & Telegraph Company, says: “This na- 
tion started as a democratic form of government; next 
moved to a democratic education (the free public school) 
and now is moving toward the democracy of prosperity. 

“Tt is becoming more and more generally recognized that 
business has a distinct responsibility in providing that the 
economic readjustments demanded by industrial progress 
are effected with the greatest possible ease. 

“This depression will soon pass and we can look for con- 
tinued improvement in the standard of living and in the 
general welfare of this country, for it is as inevitable as 
the tides of the ocean.” 











WEN D. YOUNG, chairman of the 

board, General Electric Company, 
says: “Leaders of our business are, in a 
large measure, trustees of our opportuni- 
ties. America also has an obligation to 
leadership. Let no man think that the 
living standards of America can be per- 
manently maintained at a measurably 
higher level than those of other stabilized 
countries. Either we shall lift theirs to 
ours or they will drag ours down to 
theirs.” 





Owen D. Young 











Walter S. Gifford 





SNAP INTO IT— 


Everit B. Terhune, President of BOOT AND 
SHOE RECORDER, Has Given a New Slogan 
for All Industries in 1931 — AMERICA — 


Nothing is so conductive to 
discipline as marching in solid formation. Many a 
man, experienced in the late war, will recall the 
quickening sensation that comes as the order, FOR- 
WARD March, is given, and columns of men forge 
ahead with the vigorous rhythm emphasized by the 
top-sergeant’s crisp, One....Two....Three.... 
Four!....Hep!....Hep!....Hep!....Hep! 

Susiness America has temporarily lost the energy 
that comes with the cadence of marching forward. 
Orders for the moment are lacking. The columns 
are standing “At Ease.” There is still a definite ob- 
jective, but no leadership to give the necessary orders. 

We mobilize the great army of shoe men for an 
active campaign. Company FALL In! Dress up the 
lines. ATTENTION! FORWARD March. 

Circumstances have always yielded to man. 

The present condition is no exception to this rule. 
America has many thousand times more dollars seek- 
ing to be put to work than it has men looking for 
jobs. We have an abundance of raw materials ready 
to flow through our smooth-running machinery of 
manufacturer and merchandising. Obsolesence, wear 
and subnormal consumption have béen steadily at 
work for a year, building a new high level in the 
reservoir of potential demand. 


FORWARD MARCH. 


The elements of sound and solid prosperity are 
near at hand—money in abundance, the skill and the 
will to work and the ceaseless desire to consume. 
What then is lacking? It is the will to buy, which has 
been made inert by the paralyzing fear of the un- 
known. 

The responsibility for abolishing this false and 
harmful fear does not rest upon the unorganized con- 
sumer. It lies at our own doorstep—a problem for 
organized American business. 

Recognizing and accepting our own share of this 
responsibility, THE Boot AND SHOE RECORDER in 
conjunction with its companion publications of the 
United Business Publishers, is inaugurating an edi- 
torial program which will provide practical aid as 
well as inspiration to our readers in planning the 
forward march in 1931. Elsewhere in this issue we 
present a supplement to Boot AND Sii0E RECORDER 
graphically portraying the spirit of this movement. 


F is time for all of us 

Passive resistance never overcame a de- 

pression. But no depression can withstand the assault 
of American business imbued with the will to win. 

If America has the buying power necessary to put 


to get busy. 
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ment—Feet First. 


us back on a level of normal operations, what then, 
are we waiting for? In answering this question, we 
must distinguish between power to buy and will to 
buy. It is the frozen pocketbook that is holding us 
back. Most of our authorities agree that the state 
of mind is much more responsible for present condi- 
tions than is the state of money. 


The responsibility for 
revivifying the American will to buy does not rest 
upon the consumer. He is a buyer, not a seller. We 
cannot win prosperity back by passing the hat to the 
public with an appeal to “buy more.” 

The obligation of thawing out the frozen pocket- 
books and thus bringing the upturn, rests squarely 
upon the shoulders of organized business and indus- 
try. It is not a buying job, it is a selling job. 

Never yet has there been a resistance sufficiently 
great as to withstand a properly directed force of suf- 
ficient magnitude. This law of natural science applies 
truthfully to selling. Those who have made prac- 
tical application of it in their own businesses are not 
suffering from the depression. 

Are you shaping the force of your selling to meet 











START 1931 RIG 


This Slogan Is Particularly Pertinent to the 
Industry of Footwear—Join the Great Move- 
Now Is the Psycho- 
logical Time to Go Ahead 


FORWARD 
MARCH 


the present day buying apathy? Are you advertising 
more extensively and intelligently than ever before? 
Are you utilizing, to the fullest degree, all of the ef- 
fective avenues of sales promotion that lead to the 
pocketbooks of your possible customers? Or have 
you curtailed your sales efforts and expenditures with 
the expectation of withholding your drive until pros- 
perity is “just around the corner ?” 

There is one call that prosperity always heeds, and 
that is the clarion call of superior salesmanship. 

“When will business pick up?”” When you and I 
pick it up. Not before. Prosperity is the result of 
individual as well as collective push. Those who sit 
back and wait for it to come are not likely to recog- 
nize it when it arrives. 


Md 

By what signs will you 
be able to foresee the coming of the upturn?” For 
your business and for all business, the upturn will be 
in sight when you realize the truth that American 
consuming power is still intact, and knowing this, 
resolve to intensify your sales effort to the point that 
will tap it. 

[TURN TO PAGE 206, PLEASE] 
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STEP BY STEP 
INTO THE FUTURE 


America’s Seven Standards of 


Living Will Show Betterment 


American business is now standing 
on the first stepping-stones leading up the stairs to a better under- 
standing of principles of production processes hooked up with con- 
sumption capacities of good and services exchangeable for money. 
There is no history of experience available to business men of the 
present on how to act usefully in the distribution of goods and ser- 
vices in a period of consumption. 

Dr. Hollis Godfrey was first to point out that the new era of con- 
sumption (when consumption became more important than produc- 
tion) came in October, 1923, and that in seven years we have not 
evolved a program so that business can advance intelligently by the 
use of certain and swift processes of distribution. The Buyers 
Market, as such is only seven years old. 

The production end of business has made astonishing progress in 
the last ten years. Distribution has been going along mostly on a 
“hit or miss” basis of barter or exchange—not based on fact, but on 
opinion which varies with time, place, climate and people, etc. Noth- 
ing definite, nothing sure. 

So today we face the necessity for studies of all processes in dis- 
tribution in order to solve the problems of holding and increasing 
American standards of living. 

We show on these pages a view from “Just Imagine’—a Fox 
Film, picturing the civilization of 1980. In all probability we will 
reach this stage of progress as shown on the picture—long before that 
time. If we, as business men, face the unfolding problem of dis- 
tribution of goods with the courage and understanding that in seven 
years we have only begun to live as Moderns and only started to 
consume in metropolitan districts those goods and services that wil! 
be common to most people in the next ten or twenty years. 


Even people themselves are in 
process of change. We can now, by process of mathematics, tell 
almost precisely how many people will be in the United States in 
1940. The total as calculated by that wonderful machine in the 
Census Bureau Office is—139,042,574. You can do a bit of calcu- 
lating yourself by using this measuring stick : 

One birth every thirteen seconds. One death every twenty three 
seconds. One immigrant every one and a half minutes. One emi- 
grant every five minutes. 

Net gain to the United States—one person every twenty-three 
seconds. 

The capacity of our people to consume more goods and services in 

[TURN TO PAGE 202, PLEASE] 
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Scene from “Just Imagine’, For Movietone production. Copyright 1930 by Foe Film Corporation. 
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LEADERSHIP 
INTO 
1931 BUSINESS 


CHARLES M. SCHWAB, 


Chairman of the Board, Bethlehem 
Steel Corporation 


“We are going to be successful in 
this country and we are going to be 
happy. This country is endowed with 
great natural resources and with the 
splendid energy of its workers. Steel 
is the barometer of the country’s busi- 
ness. How Iron and Steel go, so go 
the other industries. | predict a 75,- 
000,000 annual steel tonnage during 
the next decade. Bethlehem Steel has 
assured its employees that there would 
be no wage reductions during the de- 
pression and that there would be no 
reduction in their working or living 
standards.” 


COL. LEONARD P. AYRES, 
Vice-president of Cleveland Trust Co. 


“Despite evidences of a slow re- 
covery, general trend of business and 
industry next year will be one of ad- 
vancement. The bottom of depression, 
characterized as world-wide and only 
a phase of international situation, has 
been reached and the next develop- 
ment will be recovery which will ap- 
pear first as a combination of many 
minor improvements, in contrast with 
the recent period of recurrent declines. 
First indications of a business revival 
should be evidenced in the spring.” 


MERLE THORPE, 
Editor of Nation’s Business 


“The shelves of the nation, both in 
stores and in homes are becoming bare. 
Some day, just as the bubble of over- 
confidence burst a year ago, our pres- 
ent overcaution will vanish and then 
we shall all join in a mad scramble to 
buy. Factories will not be able to fill 
their orders, and when we hear of that, 
we shall become more excited to buy, 
demanding deliveries now. Our in- 
sistent demand will cause prices to go 
up and up and up.” 


SILAS H. STRAWN, 


Chairman, American Committee of 
International Chamber of Commerce 


“Industry must look to individual 
enterprise rather than to governmental 
aid for future improvement of eco- 
nomic conditions everywhere.” 


MAGNUS W. ALEXANDER, 


President of the National Industrial 
Conference Board 


“Buying demand must be stimulated 
before existing surpluses can be wiped 
out and productive operations extended 
on a sound basis. The buying public 
will go into the market when it has 
an inducement to do so and not before. 
Any proposals for quickening the 
progress of business recovery which 
overlook this basic condition are likely 
to prove futile, and may even prove 
harmful.” 
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IT TAKES TEN YEARS TO GROW AN OAK 
—SIX MONTHS, A SQUASH 


This Business THE mental! 


Will Live turmoil of the 
year is passing. 


> The frenzy of 

finance is for- 

gotten and we see 1931 come over 

a new horizon of a new day in busi- 
ness and a hope for better things. 

All “round the corner’ bunkum 
aside, America IS convalescing. It 
is ready for steady, safe and maybe 
slow recovery. 

A better day is just as sure as 
shoes and sunshine have a place in 
Springtime. 

We propose a stimulant for the 
mind of man—a national campaign 
for all to enter — 1931 — America, 
Forwarp, Marcu! Not a run or a 
flight but a march of industry in 
steady progress. All industry arm 
in arm, forward. 

In January every well-rooted or- 
ganization will weather the storm 
under “sales” that are the normal 
expected events of the season. 

Some stores with a squash-like 
growth need to begin to squeeze the 
water out of their methods of sales 
exploitation. They have tried so many 
stimulators that the public money 
field refuses to bring forth results. 

The clearance is, after all, only an 
incident to a year’s business. It is 
not the main purpose of business. 

We are beginning to see the sturdy 
oaks of business resuming the steady 
“in-take” and “out-go” of goods be- 
cause they are managed by men of 
substance, who know that ten years 
hence there will be good stores sell- 
ing good shoes and they intend to be 
one of the leaders, then as now. 

Any business that needs to be fer- 
tilized with the stunts and tricks of 
fancy sales and treatments is putting 
itself in a position of needing con- 
stant stimulation—month by month, 
year by year. 

No store can make all the profit 
in the first six months. No store can 
sell all the shoes by itself, alone. 

We all find, in times like these, 





the most satisfactory rate of progress 
is not achieved by methods and ex- 
pediencies for a day but by policies 
and plans for a year and a decade. 
Plan your work and work your plan. 
We show in this issue some of the 
new stores of the past year, designed 
not for a day but for at least ten 
years ahead. They are, in them- 
selves, a token of the sturdy strength 
of the shoe business. They are a 
token of faith in the shoe business. 
The substance of shoe service is not 
to be wasted in one storm. There is 
always to be a shoe business and 
always a profit to be had somewhere, 
sometime and for somebody. 





The Tree of MOST every 
Knowledge early village in 
America pos- 

b sessed some sort 

of a bulletin board 

on the village green. We well re- 
member the Tree of Knowledge in 
South Duxbury, Massachusetts. In 


| ASK ME WHY 


—Is it advisable to be 
thrifty now? 


—Just what do you mean 
by thrifty? 

—I mean to save, not to 
spend money. 


—You’re all wet. Accord- 
ing to Webster, Thrifty 
means “growing vigor- 
ously, thriving.” 


—What does that mean? 


—It means just this: that 
the thriftiest thing for 
people to do in a period 
of depressicn is to spend 
more money. For nimble 
dollars mean prosperity. 


Everit B. Terhune, 
Publisher J) 
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earlier days here town messages were 
posted. Letters were nailed to the 
bark so that those travelers journey- 
ing to north, south, east or west 
might carry the messages in neigh- 
borliness. Prior to the mail service, 
this was one of the means of inter- 
communication. Merchants posted 
their wares; public men posted their 
opinions. It lived up to its name— 
The Tree of Knowledge. 

There is much of the same village 
feeling in this industry of shoes. 
Its coming convention in Detroit is 
a modern derivative of the old “Tree 
of Knowledge.’ There is more to 
it than the showing of goods—there 
is the talking of men; the friend- 
ships-and even the fun of fellowship. 

It is a good thing for industry to 
meet at least once a year. The quest 
for personally obtained knowledge is 
just as keen today and with all of 
our modern tools of communication, 
the old “ear and eye method” has its 
place. 

Industry might well spend four 
days early in the New Year, to get 
its bearings for business betterment 
in 1931. 

We believe that you should start 
the New Shoe Year Right In Detroit. 


Prices and IT is safe to 


Actual Profits ‘4y that in all 
the history of 


> the retail shoe 

trade there has 

never been as active an overhauling 

of price lists and profit sheets as has 

taken place in the retail stores of 

this country during 1930. Merchants 

have asked themselves some very 

searching questions as to actual 
profits. 

This investigation ought to take 
place in every store. Figure the 
matter over carefully; go over it 
with your partners (if you have 
partners) and try to see if you can- 
not get down to exact facts as to 
how much you are making, and why 
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you do not make more. If you find 
that your profit is not an adequate 
return for the time and money and 
the risk involved in the business, 
then a revision is due. 

The NET income is the main point. 
To increase your net income is the 
problem. You can do this in two 
ways. 

First, by selling an increased vol- 
ume at the same rate of profit; sec- 
ond, by selling the same volume at a 
better rate of profit either through 
economies or proper buying of goods 
and the avoiding of sacrifice and loss 
and a revised list of selling prices. 

As to the increased total of sales, 
it is worth while to consider the pos- 
sibilities in your neighborhood. Can 
you increase your total sales very 
much, if your community is simply 
a steady-going town, not making any 
sensational increases in population? 
Are the total earnings of your towns- 
people and the community in general 
any bigger this vear than they were 
last year? If the total earnings of 
the town have NoT increased, then 
certainly people have no more money 
to spend than they had before. 


It seems to be dawning upon mer- 
chants as well as manufacturers 
that, in many cases, there has been 
too much emphasis placed upon 
gross output or gross. turn-over 
among the business men of _ this 
country. What is the use of strug- 
gling to increase the gross sales 
provided it costs you:more than the 
profits in order to force that in- 
crease? Why not be content with a 
steady-going total, making the NET 
profit therefrom the main issue? 


Of course, the main purpose of in- 
creasing total output is to decrease 
fixed expenses through increased 
volume; but an increase in total an- 
nual sales is achieved too often only 
by forcing the local market, through 
profit-slaughtering special sales. 

Is it not entirely consistent with 
sound business success to be con- 
tented with only a moderate increase 
from year to year, or even no in- 
crease in some ‘years, developing a 
clear-cut, profit-paying line of busi- 
ness? Is it fair to say that a man 
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Step by Step Into Better Business 


lacks ambition who has_ courage 
enough to announce that as the kind 
of business he would like to have? 


A Fever of IF every legisla- 
s tive body in the 
Lawmaking United States were 
> to assemble 
promptly on Jan. 1, 

devote three months of hard work 
to real public service, then go home 
and stay ten years, the business and 
moral status of the land would be 
thereby conserved and _ improved. 
The fever for lawmaking has become 
epidemic, acute, pernicious, all but 
delirious. And the more laws, the 
less law; with a fecundity of statute 
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producing never equaled, this coun- 
try is the most lawless of all civilized 
lands, tested by any just comparison. 

Petty and inquisitorial laws, to un- 
justiy and injuriously restrict and 
hamper and clog business, are a 
favorite device of the latter-day crop 
of statesmen. 

Probably this rage for new laws 
and for nagging and snooping will 
have to run its course. The worst 
feature of the situation is that while 
the craze for “new emergency laws” 
is on, there is less and less vigor 
manifested in the public sentiment 
which should be backing the just 
and impartial and effective enforce- 
ment of the old laws. We have 
strayed from real law and order. 









Is Depression— 


MONG the curiosities of commerce are those retailers 
whom hard times have made leaders. | have notes on 
this curious phenomenon dating from 1893 and covering 
the entire country. The citations are, of course, too in- 
timate to put into print, but you would be surprised to 
read the names of now dominant retailers who got the 
jump on competitors during previous periods of depression. 
The explanation is simple. Most merchants as soon 
as they meet the sales resistance of a business depres- 
sion reduce their inventories until their stocks are actu- 
ally depleted. There’s a big difference between a de- 
pleted stock and a sensibly reduced inventory. 
Simultaneously, this class of merchants cuts advertis- 
ing and grows careless with displays. The personnel 
of their stores becomes apprehensive as to job security ; 
listlessness replaces eagerness; and business slumps ac- 




















cordingly. 

At such moments, other rare individuals bob up_and 
meet sales resistance with greater selling force. In a 
surprising percentage of instances those merchants who 
make the supreme business-getting effort in such periods 
as we are now going through work themselves into a 
dominant position, while those who curtail—stay cur- 
tailed, and seem never to quite 1egain their prestige. 

Every retailer is taking counsel with himself or his 
associates and because price seems to have become the 
governing thought, the question usually resolves itself 
into....“shall we hold our grades and prices, or shall 
we adjust our grades to consumers’ preference and use 

















the price appeal ?” 

Before that question can be answered, others bob up 
as to where and how expenses can be cut, and the answer 
is usually evidenced by a reduction in personnel, skinned 
stocks, and less advertising. By and large, the curtail- 
ment becomes a curtailment of operating effectiveness. 
What should be curtailed at such a moment is the 
habitual inefficiency carried over from the preceding 












period of prosperity. 

When his firm began to feel the pinch of the present 
depression a prominent lumber, coal and building supply 
retailer called his people together and frankly told them 
that the perpetuation of the firm and the security of 
their own jobs depended upon sales, and he appointed 
everybody to the sales department right then. ‘ His re- 
cital of every employee’s striving for a sale a day is one 


OPPORTUNITY IS HERE—GET BUSY 
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LEADERSHIP! 


PRIMARY MARKET 


SHADED AREA REPRESENTS : - 


79 °%o OF TOTAL POPULATION 
« LITERATE NATIVE WHITES 
» PERSONALINCOMES 

» BANK DEBITS 





INCOME TAX RETURNS 

ALL RETAIL OUTLETS 
» WEALTH PRODUCTION 
« MAGAZINE READERS 


of the most dramatic stories of modern retailing. 
Even the youthful telephone operator proved her ef- 
fectiveness....so did the bookkeeper, one of those 
fellows who honestly believed, up to that time, that 
he couldn’t sell gold dollars for ninety-eight cents. 
There’s no depression around that place and the sales- 
making habit is being so strongly formed by every- 
body that it is doubtful whether there ever will be 
any depression around there. 

Every shoe retailer can adapt this idea to the pres- 
ent situation and to his own business. Hundreds of 
pairs of shoes can be sold through the casual con- 
tacts of sales people as well as the rest of the per- 
sonnel if they are made to understand that the per- 
petuation of the business and the security of their 
own jobs depend upon more sales now. Special num- 
bers can be so effectively described in the casual con- 
versation of one evening that the impulse to look 
them over will last until the next day, and if the 
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By C. E. BOSWORTH 


who in surveying a nation 
reduces to the proportions of 

a small community the prin- 
ciples leading to success. 


plan works with such colorless items as boards, coal, 
wheelbarrows and garden hose, how much more ef- 
fective should it be with such vanity as shoes There’s 
an undiscovered selling effectiveness in everybody in 
every store and shoe department; now is the time to 
dig it out and use it. 


T hat, of course, is word of 


mouth advertising, the most valuable form of adver- 
tising known and every advertising executive will ad- 
mit that if he could get enough of it he would use no 


other kind. The only trouble is, this form of adver- 
tising is so highly selective that nobody ever has been 
able to get enough of it. But, there are days when 
advertising must be made to give business its volume 
and instead of curtailing the volume, good business 
practice indicates that it is only the ineffectiveness of 
much that is done that should be curtailed. 

For instance, there’s a laundry out here that the 














































depression hit pretty hard. The first impulse was to 
cut out the expense of advertising, but upon the ad- 
vice of counsel the expenditure per prospect was a 
little more than doubled and the business-getting ef- 
fectiveness exactly doubled. With this laundry, the 
average customer sends $200 worth of work per year. 
Therefore, what the laundry was trying to sell was a 
$200 item. With things as bad as they were, it took 
courage to step up the price per mailing piece from 
four cents to ten cents, but the extra quality more 
than met the growing sales resistance. 


Au of which leads back 
to that first question....“Shall we hold our grades 
and prices, or shall we adjust our grades to con- 
sumers’ preference?” In more than twenty years’ 
experience I’ve never heard of a grade of shoes that 
couldn’t be sold to somebody somewhere. In times 
like the present the problem is to locate the buyers 
and that is accomplished only through an intensive, 
detailed study of our market, in which we apply to 
local territory the same principles of market appraisal 
which manufacturers apply to the national market. 

You never catch our great national merchandisers 
shooting their salesmen and advertising in equal quan- 
tity and quality to all parts of the country. They de- 
termine first, who their prospects are; second, where 
they are; third, how to reach them; and when they 
get through with this analysis, the 





newspaper has probably made an economic survey and 
will give you the information. To illustrate this ne- 
cessity for complete and authentic information, a map 
showing the results of a buying power survey of 
Philadelphia is reproduced herewith because, it just 
happens that with its social and economic complexi- 
ties, Philadelphia serves as a spendid illustration. 

The average Philadelphian regards South Phila- 
delphia as a great area of medium and low buying 
power. In general, it is, but these are no days in 
which to do business on generalities. The buying 
power survey uncovered isolated spots in this great 
area of the city in which the buying power is and 
always has been, exceptional; but because of the 
general attitude toward South Philadelphia, nobody 
paid much attention to these spots. Now we know 
that there’s always a market in Philadelphia for $10, 
$12 and $15 footwear. If the guess-and-hope method 
of locating prospects for footwear in these grades had 
been employed, these spots, fair sized cities in them- 
selves, would have been entirely overlookd. 


Consumers with exceptional 
incomes are, in the general run, people of established 
wealth. Their buying activities fluctuate little; they 
maintain their standard of living. Of course, their 
eagerness to buy decreases some during periods of 
depression, but their practice of economy is usually 

more of a pose than a fact. Extra 





producers of nearly every com- 
modity for general consumption, 
get a picture of the United States 
such as is reproduced in the map 
herewith. This map is included 
in this article so that, if analysis 
of your territory causes you to 
discard, or give only casual value 
to all but one-third of the land 
area in your trade territory, you 
will know that you have ample 
precedent for getting down to 
cold, hard facts. 

And don’t mark your map by 
guess work as to what you merely 








effort will always prompt them to 
buy. 

In the next classification, we 
find those of large earned incomes. 
These areas, too, can always be 
made to produce business in vol- 
ume. Soffte little reluctance to 
buy as many items as usual may 
be noted, but their general buying 
activities remain gratifyingly con- 


ie uy stant. 


NYT? mi bis . ss 
A \ It is in this next class of me 


dium earned incomes that we be- 
gin to meet with serious sales re- 
sistance in times like the present. 

[TURN TO PAGE 204, PLEASE] 








think are the good areas. Your 








In more than 


MAKE A MAP F IRST ask yourself, “Shall we hold our grades and prices, or shall 
we adjust our grades to consumers’ preference?” 


twenty years’ experience, | have never heard of a grade of shoes 


of your retail 
Customer-Field 


that couldn’t be sold to somebody somewhere. 


In times like the 


present, the problem is to locate the buyers and that is accomplished 

only through an intensive, detailed study of our market in which 

we apply to local territory, the same principles of market appraisal 
which manufacturers apply to the national market. 
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THE NEXT TEN YEARS ~ ~~ 
IN THE SHOE STORE 


“Oriental 
Bazar,”’ 
painting by 
Leon Glaize. 
Courtesy 
Paramount 
Publix 
Corporation 


As America marches forward into another era of 
activity, shoe stores quicken their step to catch the 
tempo. It’s a far cry from the Process of pleasing 
the lady of ancient times to the fitting of the modern 
miss or matron. Yet the humari equation remains the 
same, and beauty of environment is no less a factor 
in building the business of‘ today. And so, in the 
following pages, we show some glimpses of beautiful 
shoe stores that will be in harmony with the spirit 
of the next ten years. 








The sandal theme, predomi- 
nant in classic footwear, 
again becomes the inspiration 
for fashion in 1931. Grace, 
beauty, freedom are its char- 
acteristics. 
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Doorways That Bid 
Business ENTER 


qi4 





Minnesota granite in rich 
brown and black was used 
in this beautiful arched 
doorway of the new Hanan 
& Son store in Seattle 





a selling shoes, 
success starts at the doorway. Window 
displays play a more important part in 
the shoe business than in most other lines 
of retailing. Customers study styles 
through the windows and often make 
definite selections before they enter the 
store. If the entrance fails to impress 
they may not enter at all. 

And so, in the modern shoe store, the 


Brilliant and effective 

lighting makes the new 

Stendal store in Seattle 

as attractive by night as 
by day 


















ra) 
x 


This is “Boyd’s”, in Miami. 
The modernistic effect is 
achieved through a novel 
setting of black glass and 
monel metal framing around 
plate glass windows. The 
background is of green and 
silver. All angles point to the 
entrance door 





TT POSZMAW. 
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Outstanding store fronts 

of the year, planned by 

merchants who feel they 

will be best for the next 
ten years 


Imposing entrance to the new Volk Brothers store in 

Dallas, Texas. This magnificent building, completed a 

few months ago, houses one of the outstanding retail 
footwear establishments of the country 


exterior becomes a subject of thought- 
ful and painstaking study. The illustra- 
tions on these pages portray several dis- 
tinct trends in modern store planning. 
There is the classic arched doorway of 
Hanan & Son, in Seattle, the French style 
entrance of Pinet, the modernistic type ils 
lustrated in Boyd’s of Miami, and the 
rich Rennaissance effect portrayed in the 
Volk Brothers store, of Dallas, with its 
elaborately wrought marquee. All of 
them artistic and designed to attract peo- 
ple to whom beautiful merchandise ap- 
peals. 

These illustrations present new and 
outstanding stores in widely distant 
American cities. They were planned 
with great care by skilled architects and 
represent the expenditure of a large 
amount of money. It is not to be pre- 
sumed that all shoe stores can go so far 
in architectural elaboration or in expendi- 
ture. But there is no reason why the 
average merchant cannot devote to his 
store front the same degree of thought 
and the same careful attention to detail 
that is here exemplified. Within the 
limits of their possible expenditures, they 
can have store fronts equally artistic and 
harmonious. 


Paris comes to Fifth Avenue. 
Novel and beautiful French ex- 
terior of the new Pinet shop in 
New York 
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Future Trends 


Some interesting things 
are happening to the shoe store, within as well as 
without. The last ten years have seen the develop- 
ment of the salon type of store for women’s shoes, 
and the club-like interior for men’s. Stock hidden 


from customers’ view instead of ranged in cartons 
along the walls, and a homelike, informal type of 
furnishing and treatment to replace the standardized 
style of shoe store arrangement. 

In marty respects, the salon idea has marked an 


advance. Certainly it is more artistic and appealing 


in Shoe Store 


to the customer. But there have been some disad- 
vantages, notably a tendency to increase expense of 
equipment together with a slowing down of service 
where stock arrangement was not well handled. 

To meet potential disadvantages, certain new trends 
are in the making which we believe will tend to mod- 
ify and to change the shoe store interior of 
the next ten years. The coming shoe store will be 
artistic, but possibly not quite so extreme or so 
elaborate as some stores built within the past few 


years. Service and efficiency will be stressed. 


At the left: Salon type in- 
interior of Herzberg’s new 
women’s shoe section in 
Omaha; below, women’s 
hosiery and shoe sections in 
the artistic and classic new 
store of Benjamin W. Shaub, 
Lancaster, Pa. 
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Interiors 


As Revealed in 
Striking New Stores 


At the right, 
beautiful 
women’s shoe de- 
partment of Volk 
Brothers, Dallas. 














A small but well 

arranged men’s 

shoe section in 

the Zachry store 
in Atlanta 


Children’s hosiery section on 
the third floor of Volk Broth- 
ers’ new store in Dallas 
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Coming Designs in Store 


Customers respond best to your sales argument when store 

environment is attractive and appealing. Here are some 

new ideas jin interior treatment to be found in up-to-date 
stores and departments 





At the top: Interior of Martin’s 

Slipper Shoppe, basement sec- 

tion, in Buffalo, showing detail 

of modernistic fitting stool and 

display stand. At the right, a 

corner in the new Volk Brothers 
store in Dallas 





tin e | 





NOMA AE YF 


At the right: Street 
floor view of Martin’s 
Slipper Shoppe in 
Buffalo, with detail 
of novel wall seating 
arrangement which 
harmonizes with 
modern art treatment 
of interior 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 27, 1930 








Furnishings and Fixtures 


Modern art and period decorative treatment are used effectively 

by the modern shoe store to create an atmosphere at once 

restful and inviting, thereby putting customers in the mood to buy 
more merchandise 





At the top: Interior view of 
Streicher’s Shoe Store, San 
Diego, Cal., and detail of mod- 
ernistic, chromium _ finished 
metal seating, upholstered in 
leather. At the left: interior of 
Mandel’s new women’s Shoe 
department, Chicago 














At the left: A corner 
of the interior of 
Napier’s Footwear 
Salon in Omaha and 
detail showing type 
of chairs used to 
harmonize with 
French period design 
carried out in deco- 
rations and furnish- 
ings 
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TO MAKE MORE MONEY 


r at 


What kind of profit i 


n 1931—Book, Shelf or Cash? 


98 
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By MURRAY C. FRENCH 


Move More Merchandise 


Last January a certain shoe 
dealer beamed happily as he scanned his annual state- 
ment. Seven thousand dollars profit! Not bad, 
thought he, not at all bad! 

Just enough to build that little bungalow at last. 
He reached for his check book but stopped. The 
five hundred dollars there would cover only half the 
week’s invoices. He knew that. 

How in the world could a man make seven thou- 
sand dollars profit yet not have a dollar of it to pinch 
between his thumb and forefinger? He'd call his 
auditor. 

“Your seven thousand dollars’ profit,” said the 
auditor, “is right over there in those yellow boxes. 
Shelf-profit, I call it. Your stock jumped from 
$40,000 last year to $50,000 this year.” 

“But it’s worth $50,000, every cent of it.” 
merchant defended himself. 

“Granted. Nevertheless, that $10,000 stock in- 
crease has absorbed the $3000 you had in the bank 
last year plus the $7000 book-profit you made this 
year. 

“I wish every shoe merchant would make this prin- 
ciple a part of his daily conduct: 

“I’m not in business to make a profit, 
but to make money! 

“There’s a world of difference between 
profit and money. A retailer may make 
an actual legitimate profit year after year 
and yet be a bankrupt, unable to pay his 
bills in money.” 

The auditor went on to explain. There 
are three kinds of profit, said he, book- 
profit, shelf-profit and money- 
profit. 

Book-profit consists of a few 

figures on a piece of paper. It 
represents a gain of some kind. 
This gain may be in money. It 
may also be in stock, fixtures, 
accounts receivable or any other 
form of assets, stock being the 
most variable item. 

Shelf-profit is an increase in 
stock. 


The 


Profit 
Cash in Bank 


Merchandise 
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And TAKE 
Your PROFIT VY 
IN CASH ¥ 


Money-profit is the actual increase in the bank. 

In a general way shelf-profit plus money-profit 
equals book-profit. 

To get back to plain language, if the stock is higher 
the money will be lower, about that same amount— 
other things being equal. 

“T told you all year your stock was growing,” con- 
tinued the auditor. “You explained you needed the 
goods. I said you were slowing: up your turnover; 
you shrugged your shoulders. I insisted you would 
some day face a heavy depreciation; you answered 
that your stock was good as gold. 

“But now—when I show you your ‘good’ stock is 
keeping you from making any money you are anxious 
Indeed you made $7000 profit, but you 


” 


to listen. 
made no money. 
[TURN TO PAGE 121, PLEASE] 


A merchant made no profit one year but had 
$3000 in the bank. The next year he made $7000 
profit but had nothing in the bank to show for it. 
How is that possible? 

Because he allowed his stock to increase $10,000, 
from $40,000 to $50,000. This $10,000 increase 
in Shelf-Profit absorbed the $3000 Money-Profit 
of one year and the $7000 Book-Profit of the 
following year. 


WHAT BECAME OF THE PROFIT? 


Jan. 1, 
1930 


Jan. 1, 

1929 
$ $ 7,000 (Book -profit) 
$ 0 (Money-profit) 


(Shelf-profit) 




















Detroit tr our Home 





‘We Welcome 
the opportunity the 
NSRA. Convention 
gives to meet personally 
many of our hundreds 
of friends among shoe 
merchants who have 
found their sales vol- 


ume Increased by spec 
itving Schm 2 calf 
Leathers - 


ae mt 
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DETROIT 
Tanners ef the Schmidt Calf Leathervr 
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DETROIT 


Shoes step into the motor city on 
January 5th, 6th, 7th, 8th, and all in- 
dustry is looking forward to collective 
effort resultful in betterment of busi- 
ness. There is an opportunity in De- 
troit for industry to arrive at a better 
rate of business locomotion. Shoes 
and autos have something in common. 
They are no longer competitors. All 

signs have been removed 
stating: “Why Walk— 
Ride?” The entire city 
says: ‘Get There”’ 








20th ANNUAL 
CONVENTION 


























G NEW MODELS AND NEW METHODS 


ARTING. THE NEW SHOE YEAR RIGHT 
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Stimulating Consumption 


Sound and true industries and 
associations will continue to live. It has occurred to 
me that this particular,time is an important time to 
make a statement concerning the National Shoe Re- 
tailers Association, and its purpose, which ought to 
be read by everyone. You may have faith in it, you 
may not. Nevertheless I know that if we united and 
supported the general idea set forth here a great 
benefit would result to everyone engaged in the shoe 


and leather business. 
1. The N. S. R. A. provides for the shoe trade a 


No industry in America 
has the leadership in 
association work com- 
parable with that en- 
joyed by the N.S. R. A. 
in the twenty years of 
service by President 
Geuting — one of its 
founders and most able 
spokesmen. Mr. Geut- 
ing travels extensively 
and gives unstintedly 
of his time and strength 
in association work. 


The principles of modern 

merchandising beneficial to 

all industry—By A. H. 
Geuting, President. 


clearing house through which every question can be 
submitted, and an authoritative answer may be had, 
thus unifying trade thought. ' 

2. It establishes a medium through which manu- 
facturer and tanner may reach the public in the most 
effective manner that has yet been produced. Every 
man in business has one boss, and that is the con- 
sumer. The closer we can get to the consumer, the 
more efficiently the consumer can be handled; the 
better would be the shoe industry. 

The power of consumption as a solution to the 


Geuting 


President, A. H. 
: Co., Philadelphia 


Representative of 


Retail 
Shoe Trade in National 
Chamber of Commerce 


Associate National Retail 
Shoe Representative in the 
War Industries Board 


Thrice President of the 
National Shoe _ Retailers 
Association 
President, The Market 
Street Merchants Associa- 
tion, Philadelphia 
Director, Philadelphia Cham- 
ber of Commerce 


ANTHONY H. GEUTING 
President 
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Through the Merchant 


problem of production and employment is being rec- 
ognized today as never before, from the Department 
of Commerce all the way through. It is this end of 
our business that needs organization. Much has been 
accomplished in production through science, invention 
and chemistry. Organization of distribution and the 
intelligence of the retailer have not kept pace. It is 


for this that I appeal in the interest of the shoe trade 
as a whole. 

Why should we not, therefore, have a central com- 
mittee made up of the various elements of the shoe 


Manager of National Shoe 
Retailers’ Association— 
Third Term 


Former President and Editor 
—The Shoe Retailer 


Veteran Newspaper Man— 
Boston Herald 


Civic Leader in Boston 


A co-ordination of industry 
will be attempted at Detroit 
by the N.S. R. A. 


and leather trade, particularly that of the manufac- 
turer and retailer, to build up the force of consump- 
tion, the power of distribution? 

Might I suggest here that in spite of the experi- 
ences of other associations, there is more unanimity 
among thinking shoe retailers, more organization, 
more members than we have ever had in our history, 
not directly under one banner, but through the 
regionals ; and where retailers for various good rea- 
sons of their own, or department managers, are not 

[TURN TO PAGE 202, PLEASE] 


The seven-league boots 
of the manager of the 
N. S. R. A. have ex- 
tended from the At- 
lantic to the Pacific 
and from the Gulf of 
Mexico to the Great 
Lakes — during which 
time he has contacted 
practically every re- 
gional convention and 
addressed hundreds of 
shoemen on merchan- 
dising problems of the 
retail shoe business. 


JAMES H. STONE 
Manager 
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TOP RETAILER 


John Slater of Fifth Ave., former 
N.S.R.A. chief, will deliver shoe mer- 
chant’s 1931 message 





STYLEFUL ALL-WAYS 

Margot Hamilton Jeffries, fashion 

editor, Boot & Shoe Recorder, will 
speak on the spring style picture 





SHEIK OF SHOES 
Jesse Adler, crusader for men’s shoes, 


will conduct men’s m sessions into 
better foot paths 








CHIEF HOST 


M. A. Mittelman, general convention 
chairman, leading his committee of 33 
greeters and workers 





PEOPLE’S POET 
Edgar A. Guest, who daily versifies to 
newspaper millions, will be principal 
banquet speaker 


HE TANS 
William H. Barrett, chairman of the 


board, Tanners Council of America, 
will tell of tanner’s service 














TWENTIETH 
PROGRAM 


More merchants attend 
the N. S. R. A. convention to partici- 
pate in the educational programs than 
for any other reason. ; a 

This year the program will be di- 
vided into two parts. - The noon lunch 
and learn meetings will be held Mon- 
day, Tuesday and Wednesday in the 
ballroom of the Book Cadillac Hotel. 

Tuesday and Wednesday morning, 
in three hotels, there will be open 
forum sessions, where shoemen will 
discuss the shoe business. Only mer- 
chants who have untied the knotty 
problems assigned to them will lead 
these sessions. 

Monday noon, Jan. 5, presiding 
officers, A. H. Geuting and M. A. 
Mittelman. Invocation, Welcome, be- 
half of City of Detroit, Mayor Frank 
Murphy. Message from Andrew Mc- 
Gowan, president emeritus, N. S. R. 
A. Message from R. H. Fyfe, dean 
of the retail shoe trade. “President's 
Address,” A. H. Geuting. 

Book Cadillac Hotel, 10 a. m.,, 
Tuesday, Gordon C. McNeil, general 
chairman, N. S. R. A. style commit- 
tee, presiding. Topic to be discussed, 
“Spring Styles.” “The General Trend 
in Apparel,” Miss Helen Cornelius, 
Harper’s Bazaar. ‘Color Harmony,” 
Mrs. Margaret Hayden Rorke, manag- 
ing director, Textile Color Card As- 
sociation of America. “Footwear to 
Fit the Style Picture,” Madame Ham- 
ilton Jeffries, fashion editor, Boor 
AND SHOE RECORDER. 

The noon lunch and learn meeting, 
held in the Book Cadillac Hotel, will 
be the convention’s most important 
meeting, one that no shoe man can 
afford to miss. Its presiding officer 
will be James P. Orr, president of 
Potter Shoe Co., Cincinnati, and past 
president of the N. S. R. A. The 
three speakers selected to discuss the 
topic of this meeting, “Facing the 
Practical Realities of Our Industry,” 
will give a complete picture of the 
future told by a tanner, a manufac- 
turer and a retailer. 

Ten leading shoe merchants will 
each make three-minute talks. At the 
Detroit-Leland Hotel, Jesse Adler, 
chairman of the N. §S. R. A. men’s 
style committee, will conduct the open 
forum session on “Style and Mer- 
chandising Men’s Footwear.” Stephen 
J. Jay, of R. H. Fyfe, will make the 
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CONVENTION 
FEATURES 


principal address, with other leading 
merchants contributing to the discus- 
s10n. 

At the Statler Hotel, 10 a. m, 
Clyde K. Taylor will lead the discus- 
sion on “Children’s Footwear.” Carl 
Burgstahler, of Chicago, will make 
the principal address. Ten merchants 
wiil each make three-minute talks. 

The noon lunch and learn meeting 
in the Book Cadillac Hotel will be 
presided over by Elwyn Pond, N. S. 
R. A. director and president of the 
Michigan Shoe Retailers’ Association. 

These men, outstanding in their re- 
spective business, will deliver a mes- 
sage that will have a direct bearing 
on the business of every shoe mer- 
chant in the United States. 

The tanner’s message py Wm. H. 
Barrett, chairman of the board, Tan- 
ners’ Council of America; the manu- 
facturer’s message by an outstanding 
representative of the shoe manufac- 
turing industry; the retailer’s mes- 
sage, John Slater, of J. & J. Slater, 
New York. 

Book-Cadillac Hotel, 10 a. m., open 
forum meeting, led by R. D. Hof- 
heimer, Norfolk, Va. The subject to 
be discussed at this meeting will be: 
“Profit—The Final Test of Success.” 

R. C. Stephenson, president of the 
American Bankers’ Association, will 
be the principal speaker at the noon 
lunch and learn meeting held in the 
Book Cadillac Hotel. 

At the Statler Hotel, 10 a. m, R. 
E. Sager, Green Bay, Wis., will pre- 
side at a session devoted to “The Big 
Problems of the Smaller Indepen- 
dent,” with Joe Kohls, Yakima, 
Wash., making the principal address. 
Three-minute talks will be made by a 
group of merchants qualified to dis- 
cuss this question. At the ‘Detroit 
Leland Hotel, R. Robert Smith, ad- 
vertising manager of Geuting’s, Phil- 
adelphia, will lead the discussion on 
“Advertising and Store Promotion.” 
Speakers from both large and small 
stores will be heard on this program. 

Wednesday night the annual ban- 
quet will be held in the ballroom of 
the Book Cadillac Hotel. Edgar A. 
Guest, the most widely read poet, 
whose verse is familiar to millions of 
newspaper readers in which his 
simple philosophy of home life is 
printed, will be the principal speaker. 
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Rome C. Stephenson, president, Amer- 
ican Bankers’ Association, will tell 
the story of finance 


FASHION-ABLE 


Helen Cornelius of Harper's Bazaar, 
will tell of the general trend in apparel 
at convention style forum 


ff 


HIGH-NOONER 
James P. Orr will preside at noon 
luncheon meeting. He has Cincinnati 
qualifications 








COLOR DRAMATIST 
Margaret Hayden Rorke, managing di- 
rector, Textile Color Card Association 
of America—leads industry into color 


MICHIGANDER 
Elwyn Pond of Flint, Mich._—is a noon- 


presider when sister states will join 
hands 


GAVEL THUMPER 
Lee E. Langston, from Texas, will 
corral attention at the annual banquet 
Wednesday night 
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Fly to the Convention and See Detroit as a Shoe City D 


Who’s Who in Detroit |: 





Ct 

And Where to B . 

ere Uu y ‘ 

J. 

F. 

El 

A EI 

Abbott, Armstrong, Abbott, Inc Auburn, Me. Bally, : New York City ” 

Adams Bros .... Pittsfield, N. H. Bancroft-Walker Co Boston, Mass “ 

PES a ne ee eee \...Cineinnati, Ohio Barney, Capen & Denham Co Brockton, Mass. Je 

Amalgamated Shoe Corp ........Boston, Mass. Barton Mfg. Company St. Louis, Mo D 

American Seating Co , Chicago, II. ND ros 6 5gie oo oca: vis 4'a oSs/b a 'sinj€ dle oie visitas ale Webster, Mass L 

American Shoe Co.............. ...Brooklyn, N. Y. Beker-Friedman, Inc Brooklyn, N. Y. ' me 
American Shoemaking Boston, Mass. Belgian Leather Corp New York City 
A. J. Anderson, Inc Amesbury, Mass. Belleville Shoe Mfg. Belleville, [11 
Andre, Inc ay Haverhill, Mass. C. W. Bennett Shoe Co., Inc Fitchburg, Mass. 

E. R. Apt Shoe Co ....Manchester, N. H. Best-Ever Slipper Co Brooklyn, N. Y. F: 

D. Armstrong & Co., Inc Rishecter, N.Y. Bliss & Perry Co............+++++-00++.+.. Newburyport, Mass. F; 

M. N. Arnold Shoe Co................... North Abington, Mass. Bloom, Langer, Lippman Company Boston Fe 

: Blue Ribbon Shoemakers, Inc St. Louis, Mo. F. 

ES SO Ie ae Pa rane North Abington, Mass. Bost :& Shee Recoréer New York City Fe 

Artistic Shoe Co., Inc Brooklyn, N. Y. Boyd-Welsh Shoe Co St. Louis, Mo. Fl 

Atkinson Shoe Corp. Boston, Mass. Brauer Bros. Shoe Co St. Louis, Mo. Fo 

Ault Williamson Shoe Co St. Louis, Mo. Bresnahan Shoe Co Boston, Mass Cc. 

Avon Sole Co Avon, Mass. Brown Company Portland, Maine Fr 
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Lynn, Mass. 
Endicott, N. Y. 
Boston, Mass. 


Burdett Shoe Co 
J. BR. Burns Shoe Co 
Burtman Rondeau Company 


Los Angeles, Calif. 
St. Louis, Mo. 
Carthage, Mo. 

Rochester, N. Y. 
Boston, Mass. 

St. Louis, Mo. 
Cincinnati, Ohio 

East Weymouth, Mass. 
Boston, Mass. 
Haverhill, Mass. 
Manchester, N. H. 


California Shoes, Ltd 
Capitol Shoemakers, Inc 
Carmo Shoe Mfg Co 
Carpenter Shoe Co., Inc. 
Central Shoe Co. 
Chouteau Shoe Mfg. Co 
Cincinnati Shoe Co 
Edwin Clapp & Son, Inc 
Clayman Shoe Mfg. Co 
Clinton Shoe Co. 

B. E. Cole Shoe Co 
Colella & Leighton Shoe Co., Inc Lynn, Mass. 
Columbus Godman Shoe Co Columbus, Ohio 
Commonwealth Shoe & Lea. Co.............+. Whitman, Mass. 
Compo Shoe Machy Corp Boston, Mass. 
Conaway-Winter Studios Brooklyn, N.. Y. 
Conrad Shoe Co Brockton, Mass. 
B. A. Corbin & Son Co Marlboro, Mass. 
Co oO re Lynchburg, Va. 
Croxton-Wood & Co Philadelphia, Pa. 


Lynn, Mass. 
Dayton, Ohio 

New York City 
Harrisburg, Pa. 
Cambridge, Mass. 
New York City 
Brooklyn, N. Y. 
Columbus, Ohio 
Newburyport, Mass. 
Portsmouth, Ohio 
St. Louis, Mo. 
Auburn, New York 


Daly’s Golden Rule Shoe Co 
Dayton Last Works 
Deauville Import Corp. 
Devine & Yungel Shoe Mfg. Co 
Dewey & Almy Chemical Co 
Diamond Shoe Co 

Diana Shoe Corp 

Walker T. Dickerson Co 
Dodge, Bliss & Perry Co 
The Irving Drew Co 

Dunbar Pattern Co 

Dun Deer Sandals, Inc 


Brockton, Mass. 
Ephrata, Pa. 
Philadelphia, Pa. 
New York City 
Rochester, N. Y. 
Brooklyn, N. Y. 
Rockland, Mass. 
Endicott, N. Y. 


Chas. A. Eaton*Co 

Bby Shoe Co., Inc 

J. Edwards & Co., Inc 

J. Einstein, Inc. 

F. S. Elam Shoe Co 

Elco Shoe Mfrs., Inc 

Emerson Shoe Mfg. Co. 

Empire Specialty Footwear Co 
Endicott-Johnson Corp St. Louis, Mo. 
The En-Joie Shoe Co Endicott, N. Y. 
Me TS asec ceccdevees éeesesccnddees Brooklyn, N. Y. 
Dunn & McCarthy, Inc. (Enna-Jettick Shoe Co.) Auburn, N. Y. 
_ L. B. Evans Son Co Wakefield, Mass. 
Excelsior Shoe Co Portsmouth, Ohio 


Fairfield Shoe Co Columbus, Ohio 
Fashion Bilt Shoe Company Chicago, Ill. 
Feder-Gregg Shoe Co. Cincinnati, Ohio 
OMIA NIE CO}. 6c evcduvesies se teen epcdccacadedie Lynn, Mass. 
Fern Shoe Co -e-.Newburyport, Mass. 
Florsheim Shoe Co Chicago, Ill. 
Forbush Shoe Co North Grafton, Mass. 
C. P. Ford & Co., Inc Rochester, N. Y. 
Freeman-McKay Shoe Co Framingham, Mass. 











Freeman Shoe Corp Beloit, Wis. 
Weratieter GGG Cec 2 once eco ce eevee: Lawrenceburg, Ind. 


Gale Shoe Mfg. Co Boston, Mass. 
Andrew Geller Shoe Mfg. Co................04. Brooklyn, N. Y. 
Gerberich-Payne Shoe Co Mount Joy, Pa. 
Gilbert Shoe Co Thiensville, Wis. 
Goldstein Footwear, Inc............ 0.0. c eee eee New York City 
Golo Slipper Co 
Great Northern Shoe Co....................Manchester, N. H. 
Daniel Green Felt Shoe Co Weed. 
Mass. 
Mass. 
N. Y. 


Brooklyn, N. Y. 

Washington Court House, Ohio 
Brooklyn, N. Y. 

Boston, Mass. 

New York City 

Rochester, N. Y 

Milwaukee, Wis. 

New York City 


Herman Grossman Shoe Co 
The P.. Hagerty Shoe Co 
Hakim Bros.-Kassar Co 
Harvard Shoe Co 

F. Hecht & Co 

J. Heilbrunn & Sons 
Herbst Shoe Mfg. Co 
Marcus A. Heyman 
Heywood Boot & Shoe Co Worcester, Mass. 
Hoague-Sprague Co Lynn, Mass. 
Hoge-Montgomery Co..............cce cece cence Frankfurt, Ky. 
Holmes, Terhune: Coz... 260k cccceccccecssens Lewiston, Maine 
We Wis TROGG B01 Gin s oioioic boca ddsenediees Manchester, N. H. 
Huth & James Shoe Mfg. Co.................. Milwaukee, Wis. 


GRE Clie Miles! Cena ec ois Sess ceteccwneccesas Milwaukee, Wis. 
Independent Shoe Mrs... 26... cciscccscdsevsees St. Louis, Mo. 
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PR Eee ye Re TE Nashville, Tenn. 
RE IE Tt, GBs nce p in cons owedsitcce New York City 
DeON- T  OL 6 68 oo tre Foes Seb pe ceca Newton, N. J. 
IE ss ys 49 Nw ty shoes ane Norway, Me. 
NE, TU NOES, 5 5 6 aoe ia Fs vouce'd pokacara St. Louis, Mo. 
PRD MIs 6-5'06.c oe as bowtie ody ciceecnebed Newark, N. J. 
Johnson-Stephens & Shinkle Shoe Co............ St. Louis, Mo. 
enews ss 5 00.5 on ewics's da lcs Sowenee chet Aurora, Mo. 
K 
Kane, Dunham & Kraus..... er aeiewas shin ete St. Louis, Mo. 
ae EOD 6 50's bv BSG sa. 0 bwadede wens Brooklyn, N. Y. 
Gs Ti EN SD aos hoes encseaes Campello, Brockton, Mass. 
epmeome. Mlneer Co. ING. 6 oss vicp cc ccesccvcoec Philadelphia, Pa. 
TIN IN te ob vc 6'0ru: 6 9455 dg 44) BOs Spe 4 Oe Spencer, Mass. 
PaO PEI UN ss cicbny ada ve cabana Haverhill, Mass. 
Re SE Ne oo oaks vows onew acces doen oun Ward Hill, Mass. 
is Bh ee ne GODS oo iii dactscice cls ctekese Annville, Pa. 
i. diy Deas Be Ware ss ok hoa. os ob cad Rochester, N. Y. 
ee I at ae ee eee SR Brooklyn, N. Y. 
L 
am; INE Ds no's 00.6 Sigs + o-n'p 02s same Philadelphia, Pa. 
RAPID ee TCI, BO os os ccs cnc teeeens cued Rochester, N. Y. 
SORE NE 84 6 ov 50 5n0 ube 6 awewe ny Cae Elizabethtown, Pa. 
Oy ENED Dos aos scsi se dee sidchved Brooklyn, N. Y. 
RS GE Ge a A ae SL Nef New York City 
Raa ae TR is oo as on cd dice's cc ctwareaee Brooklyn, N. Y. 
Jerry & Herbert Lehmann, Inc................. New York City 
Leonard & Barrows, Inc.....................Middleboro, Mass. 
San ae NR Ob PEON OO. 6.c.c es vn'n's aod ebouseces Lima, Ohio 
eR MS crs hese. dn" 9' 6.454 04g 0 008 OOM Lansing, Mich. 
M 
TE es ee Oe eee Pee ere Lynn, Mass. 
IE Gaga dss gos ede ceoes beads owe dade Wausau, Wis. 
inet earO BOO COG TAC) 6 oie ies ecce cs cock Marlboro, Mass. 
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Location of Hotels 
Five Points of Shoe’ Locomotion 


























Marshall, Meadows & Stewart, Inc............... Auburn, N. Y. 


Fred A. Mayer Shoe Co............sseceeeees Milwaukee, Wis. 
The Chas. Meis Shoe Mfg. Co............... Cincinnati, Ohio 
The Menihan Company.................eee0e: Rochester, N. Y. 
Metropolitan Shoe Co...................005- Manchester, N. H. 
re GC 0G. 5 TRG aie os cance caneds canes Brooklyn, N. Y. 
IN ERO os boa o's-5.8 So de tates. clgcbs esa ceees St. Louis, Mo. 
PE ND 6.0.8 5 oicevnseiss dvndancecaaveeuaede New York City 
IE ire, 5'9'9:5.6. 0:05 dicks do ood o os eee bKOeS Milford, Mass. 
I 6 a alicividin se cw gence gees coseweleoana St. Louis, Mo. 
ps rr Long Island City, N. Y. 
Pe IDE) TINO. os ois aie ck bnes big scccecad Batavia, N. Y. 
8 a ee re or er ree .-...St. Louis, Mo. 
NY EO, TN cio kicicee care biras stows Cincinnati, Ohio 
NE ONG Lk i oie wine cob nat Vlew ao Ge St. Louis, Mo 
Walter Lee Mosbacher Corp..................4- New York City 
REO: -SORRGIOT, IGS Sages hertin tess Camcpeeen St. Louis, Mo. 
Mound City Branch, Brown Shoe Co............. St. Louis, Mo. 
N 
National Shoe Co. of Boston...........c...00- Boston, Mass. 
A. E. Nettleton Co....... Pos secelen edeies sees Syracuse, N. Y. 
Nunn, Bush & Weldon Shoe Co............. Milwaukee, Wis. 
O 
TINGE NO -CORD 6.6 vo ccc ole Sardsise odes oon St. Paul, Minn. 
CR SO NOHO Nici ida vc tines cvcces wees cae Brockton, Mass. 
P 
Paramount Shoe Mfg. Co........... ORM ee re St. Louis, Mo. 
RE ES APO, eae Fern Cor ee er er Worcester, Mass. 
Eo Dae OOD e Pe ren ae ey St. Louis, Mo. 
PRI IID GE 6k 6 hiv o cnnckvos 40 50:6 Nea wee coeetes tech St. Louis, Mo. 
Ee NO UO os 50s 08s 60-6 5ihee ck We pcee eed Brooklyn, N. Y. 
PN Pee NE COOL voc dass oen ty patpiosisa inne enaees Boston, Mass. 
BRAN RNR GOs a os eta b:0 se 0'cs's aA N e ehinccon a acee Cincinnati, Ohio 
ee ee Se Mo cae red dike toncsadabacad Pontiac, Ill. 
Premier Sine: Co,, INC... ccc isis csses Long Island City, N. Y. 
PUR RS ois Feicnds a 6 tke eckedsakecwedas Bes ncee Chicago, Ill. 
PU FS EI oa. 5660 5.66 cP cei seteceacnces Stoneham, Mass. 


Racine, Wis 


CB EY Diet bee Semmens amare on rae New York City 
a eR EPR Tee eRe eRe eT Rochester, N. Y. 
ae I GR oan eis Kae oe esa bens sc cuetens Providence, R. I. 
Ek Dh er ere nrer ee rr rere rer St. Louis, Mo. 
RichasGs: Be UGOMAN COs. oi ioe sis ce tetsees Randolph, Mass. 
Paul J. Richard Company, Inc..............++6. Boston, Mass. 
Rich~VOgel BECO? COies vcs sivccccsccvccccecases Milwaukee, Wis. 
pach Go |. en eet en es Haverhill, Mass. 
Robinson-Bynon Shoe Co...........cccccecsscves Auburn, N. Y. 
po eS eS ere Seer Boston, Mass. 


The Roth; BiGe BEG. CO. oc. cc cc ccccccccscscecs Cincinnati, Ohio 





DN IE so oF ce sie a hosts CEC vs bbs woe eee St. Louis, Mo. 
pO A See hh eer eae Pr Tee. Boston, Mass. 
Saxe BIGUECS: COMPANY | occ scsccsiccesessdesies Boston, Mass. 
BOTT FR is ven 85s ca. ni islonid 0 ovo coc bsop wage scciee ses Chicago, IIl. 
ie COT Te ik 6 ais tw aie cdanpqedsgeckes Portsmouth, Ohio 
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Shaft-Pierce Shoe Co 


Shapiro & Wagman Shoe Co 


Shapiro, Abraham 

M. T. Shaw, Inc. 
Sherwood Shoe Co 

Shoe Form Co. 

Shoe & Leather Reporter 
Si-En-Tiffick Shoes, Inc 
Sigman & Cohen, Inc 
Signal Shoe Co. 
Sinsheimer Bros. & Co 
William Skinner & Son 
Cc. B. Slater Co 

Smart Shoe Pub. Co 


The J. P. Smith Shoe Co....... 


Stern Auer Co 

The Stetson Shoe Co 

L. D. Stickles Shoe Co 
Strassburger-Styles, Inc 
The P. Sullivan Shoe Co 
Sycle Shoe Co 


Teeple Shoe Co 
N. B. Thayer Shoe Co 


Faribault, Minn. 
Portsmouth, N. H. 
Boston, Mass. 
Coldwater, Mich. 
Rochester, N. Y. 
Auburn, N. Y. 
Boston, Mass. 
Columbus, Ohio 
Brooklyn, N. Y. 
Boston, Mass. 
Chicago, Il. 


So. Braintree, Mass. 
New York City 


gieeduuude cccccoessOmmenee, Hi 


Cincinnati, Ohio 

South Weymouth, Mass. 
Red Wing, Minn. 
Brooklyn, N. Y. 
Cincinnati, Ohio 

Lynn, Mass. 


Waupun, Wis. 
East Rochester, N. H. 


Thompson Bros. Shoe Co........... Campello, Brockton, Mass. 


Tiny Tot Shoe Corp 
Tolman Print Inc 
Triple Novelty Co 
Seymour Troy & Co 
Tull & Gordon, Inc 
Tweedie Footwear Corp 


Union Shoe Co., 
United Last Co 

United Novelty Shoe Co 
United Shoe Mfg. Co 


United Shoe Machinery Corp 


United States Shoe Co 
Unity Shoemakers, Inc 


The Unity Shoe Mfg. Co., Inc 


Valley Shoe Corp 
Vigorith Rabkin Shoe Co 


Vincent Horwitz Company, Inc 


Vitality Shoe Co 
Vulcan Last Co 


Walden & Perry, Inc 
Watertown Shoe Co 
Watson Shoes, Inc 

Martin Weinstein Shoe Co 


Weissman-Sass Shoe Co......... 


Wellington Shoe Co., Inc 
Wiley-Bickford-Sweet Co 
Winchell Shoe Mfg. Co 


Winkler-Thompson Co., Inc. 
Wiswell-Everston Shoe Mfg. Co 
Wiswell Santry Shoe Mfg. Co 


The Sam B. Wolf Sons Co 
Wolff-Tober Shoe Mfg. Co 
Wolnicar Shoe Co 


. T. Wright & Co., Inc......... 


Rochester, N. Y. 
Brockton, Mass. 
Brooklyn, N. Y. 
Brooklyn, N. Y. 
New York City 
Jefferson City, Mo. 


Brockton, Mass. 
Boston, Mass. 
Lowell, Mass. 
St. Louis, Mo. 
Boston, Mass. 

Cincinnati, Ohio 
Boston, Mass. 

Brooklyn, N. Y. 


St. Louis, Mo. 


Cincinnati, Ohio’ 


-New York, N. ‘YY. 
St. Louis, Mo. 
Portsmouth, Ohio 


Lynn, Mass. 
Watertown, Wis. 
Stoughton, Mass. 

Brooklyn, N. Y. 


Cicwnenees ...-Brooklyn, N. Y. 


New York City 
Worcester, Mass. 
Natick, Mass. 
«+»-New York City 
Cedar Grove, Wis. 
Cedar Grove, Wis. 
Cincinnati, Ohio 
St. Louis, Mo. 
Brooklyn, N. Y. 


eee -.-.-.-.-RoOckland, Mass. 
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Illustrations from top to bottom, left to 

right: Stroller tan kid oxford featuring 

a light construction. This type foot- 

wear will be worn with the tailored 

town suit or the unlined woolen coat 
of dressmaker type 


Dull black calf pump sold for a town 

or walking shoe. The correct width of 

strap and buckle lends to the style of 
the pattern 


Square-toed last which is receiving 

marked notice in the high grade shops. 

Deep-toned calf lends itself to patterns 
of this expression 


Two-toned light weight calf town ox- 

ford. The correctness of pattern and 

clever toe cap rates this shoes in smart 
shops 


Dull black calf oxford featuring the 
much talked of punching on the quar- 
ter line 


Suede and calf combination featuring 
the built up leather heel. Hand smock- 
ing accents the swing of the top line 


Bench made shoes are showing a ten- 

dency toward the three straps of dis- 

tinctive line harmony. Two-toned 

suede and kid leathers are used to ex- 
press this pattern 


Seamless oxford of fabric and simu- 

lated leather. The allowance made by 

the swing of the pattern across the in- 

step suggests a fashionable shoe for 
the older woman 


Daytime Themes 


In selecting the footwear for 
this page the spirit of the clothing to be worn has 
been used as a background. 

Unlined one-toned collarless tailored coats, which 
look like dresses, will be worn over the printed silk 
frock, usually of a complementing color. The frock 
is so made that the scarf collar of the dress is worn 
outside the collarless coat. 

This soft neck scarf, which is tied carelessly as 
suits the whim of the wearer, demands dressy but 
tailored footwear for spring. 
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* [Illustrations on this page from left to 
right: Blue fabric made on the new full 
ball pump last. The open shank is piped 
in gray lustre. This type pattern is 

suited for afternoon wear 


Twists and bow knots are being used 

in combination of kid. Fanciful in de- 

tail but tailored -in treatment are the 
new pump designs 


For the woman who finds difficulty in 

wearing a sandal, this type pattern 

gives the required control. Watteau 

lines, so popular in the French Court, 

are now being felt in fashionable de- 

sign. This shoe expresses the bow 
knot of the French Court 


White kid or morocco may be made 
very effective by the airy trim of 
black patent leather 


Clever pattern, showing the subtle use 

of the Greek motif. The irregular ar- 

rangement of the eyes adds grace. 

Clever handling of the pipings changes 

the character of the proportion of the 
vamp line 


Because of the open vamp and mocca- 
sin opening of quarter line, the laced 
center strap is most necessary for 
security. Pastels and all white kid 
are being shown in this model 


Open shank pump with stirrup opening 

on the shank line. This type opening 

is perhaps the safest pattern as the 
pull of the bias line strains equally 


Patent seamless pump worn as a com- 

plement to the printed silk dress fea- 

turing dark backgrounds. The white 

kid piping adds the individual touch 
of the bench made footwear 














For Afternoon 


This season the daytime footwear 
is either tailored or casual. The new vogue of open 
shank pumps brings with it a certain caution as regards 
patterns. It is necessary that the openings to the shank 
line be fashioned by a competent designer, as there 
must be a balanced strain in order to obtain correct 
fitting. 

Again, the vamp which is styled with cutouts and 
sandal themes must be sufficiently protected if these are 
to be used in daytime patterns. Fabrics should also be 
studied, as the backings and stitchings have much to do 
with the successful run of a shoe. 
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Spectator Types 


AS the spirit of garmentry 
has drastically changed during this last season we 
must anticipate the lines and colors of the garments 
before thinking of the complementing footwear. 

Spectator wear is thought to be white or white with 
color. For the woman who can wear soft pastel or 
strong, free colors the colored felt hat and matching 
jacket worn over a white frock seems to be outstand- 
ing. Therefore the shoe to be dyed, the neutral shoe 
or all white shoe, also fancifully banded patterns are 


themes of spectator sports. 














Active sports type in dyeable crochet 

net, at the left, tip and quarter of 

white washable calf. This type of 

footwear has an airy appearance, yet 

because of the strength of the fabric 
is both durable and pleasing 


White Kid sandal motif, at top of 

panel, which holds the foot in place 

regardless of the open pattern. Many 

color schemes may be fashioned in the 
bandings 


A new cotton fabric for resort wear, 
at the right. By arrangement of the 
pattern the vamp may be left unlined 
Pastel kid pump which gives the ap- 
pearance of an open shank, at the mid- 
dle left. Because of the cleverness of 
the pattern many combinations may be 
worked out 


One of the outstanding patterns in a 
fabric oxford that has orthopedic fea- 
tures. Rarely does the shoe with arch 
features straddle the new fabric con- 
tours and trim as this pattern does 


Lower left, natural linen oxford trim- 

med in lustre. The two-toned thonged 

overstitching is carried out in lustre 
harmony 


Smart pump fashioned in two-toned 

effects or in all white. The built up 

leather heel is again in demand this 
season 
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Black crepe T strap with silver trim 
is shown in upper left hand corner. 
The semi-open shank makes this type 
suitable for the older woman 





Greek masque motif, at the top, in 
Castiline red suede with silver and 
gold detail on vamp. The craft of the 
maker together with full allowance in 
the toe line makes this shoe delight- 

ly chic 


The clever use of tiny braid piped and 
invisibly stitched, together with the se- 
lected color combination, makes the 
shoe at middle left very desirable 





Gold kid evening slipper, upper right, 
underlaid in red velvet. The lattice 
effect on vamp and quarter is in tune 
with dress themes 







Practical yet smart is the black satin 
and silver kid evening slipper, at lower 
left. The open toe line is cleverly 
handled by the placement of the band- 
ings and strappings 





Flowered silk in milticolored tones, at 
middle right. The clever uses of the 
gold kid loop on toe and quarter line 
shows a keen understanding of pattern 
values 





White figured tissue is used to bring 
out the open quarter evening pump 
at the lower right. Here, again, the 
proportion of the opening and the 
clever use of the underlay contrast 
makes this pattern very individual as 
well as wearable 
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The Evening Mode 


Evening footwear may be 
very simple or naively intriguing. Open toe lines or 
cut outs on the shank or quarter line are much favored 
by the pattern designers. 

Narrow bandings and braidings piped and stitched 
are showing in the bench lines, while detail of buckles 
is a matter of individual selection. 

Large pedrl or rhinestone links are used in some of 
the higher grades of evening sandals. Dyeable fabrics, 
colored suedes, patterned faconne, floral taffetas, ribbed 
and basket weaves and some satin will be seen. 
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Sport 


For the youth much of the 
detail of the grown-up’s 
shoe is used. Large perfor- 
ations are featured on the 
printed calfskin toe cap 
shown at the left. 


French toe last, illustrated 

at the right, is receiving 

much attention in popular 

grades. The detail of. pro- 

portion is particularly inter- 
esting 


Black daytime shoe featur- 
ing the square tip and the 
plain quarter. This type 
footwear is very well suited 
to the London blue double- 
breasted business suit 


Tailored two-tone daytime 

shoe, lower left corner, fea- 

turing the three rows of 

stitching of the tip, quarter 

and throat, but two rows 
on the vamp line 





Boy’s Blucher oxford with 
sharkskin tip and quarter. 
This detail of styling has 
been found very suitable to 
the semi-square toe last 





Sharp contrast and monotone 
effects are employed in wing tip and quarter types of 
men’s sport shoes for the coming season and again 
all signs point to a record sport shoe year. 

The tips are swinging lower and narrower toward 
the quarter line giving a very tailored and trim ap- 
pearance to the sport designs. Black and white and 
brown and white, together with all white buck are 
popular acceptances for resort wear. However, two- 
toned tan and brown combinations in the new full 


ball and toe last is coming into decided favor. 

French toes are showing in some popular grades, 
while custom lasts are again a cross-country accej)t- 
ance. For active sports, the mocassin toe in han 
stitched types are being featured in black and white 
combinations. 

Stitched and welted tips are popular in many 
grades, the newest lines and details being shown in 
the quarter and throat treatment. Rubber soled types 
are showing the drop heel as well as the straight so'c. 
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Shoes Again in the Forefront 


Contrasting pipings on the top line and quarter pip- “The consensus of the Men’s Styles Committee is 

ings are used on custom types. that we may expect a definite trend toward color con- 
In planning for the coming season in men’s shoes_trasts in men’s ensembles. 

it will be useful to recall the observations made by the “This trend permits of a more concentrative mer- 

committee on men’s styles at the last styles con- chandising of men’s brown shoes for general wear. 

ference, as follows: The one-color ensemble is no longer an essential.” 





White calfskin golf oxford 
on semi-square toed last, at 
the left. The inside and 
outside stitching on vamp 
gives a smooth and tailored 
appearance 


Detail of quarter line on 
light weight welt sports 
shoe is illustrated in upper 
right hand corner. The 
swing of the pattern line is 
the accepted spring theme 


Typical sport type, with 

wing tip, pinking and per- 

forations. The tan calf 

fashioning a high quarter 

line breaks the length of 
the bigger sizes 


New full ball and toe last 

with semi-square edge, at 

the left. On this type last 

the tip must follow the pro- 
: portion 


Two-toned tailored sport 

shoe, lower right, suitable 

for business or daytime. The 

punched tip helps to ac- 

centuate the tailored and 

stitched quarter line and top 
seam 
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Smart Sport Shoe Types 


Beach sandals are today invading the popular price 
lines as well as unlined punched sports oxford in light 
medium and dark elk finishes. White fabrics and white 
leathers, including washable calf, sports pumps with alli- 
gator trims and some snake one-straps in all over pat- 


For daytime wear, the 
usual black one-straps and center buckles are 
shown in children’s lines for the coming sea- 
son. Fittings are changing, and simulated 
leathers are being used in bandings and dainty 
trims. 

Medium brown calfskin in tailored lines will 
be extensively used with or without perfora- 
tions. The lighter shades of tan are also to be 
featured in children’s and growing girls’ lines. 
Because of the vogue of tweed in children’s 
coats and spring suitings, a tweeded shoe lace 
has béen fashioned for the walking types of 
footwear. 

The Prince of Wales oxford, with the extra 
long lacing, is again the smart traveling shoe 
for the young girl and her older sister. The 
smaller tips and close-to-the-sole appliques are 
regarded as smart in walking types for young 
girls, especially in buff colored suede with alli- 
gator trims. 

Tailored lines with fine stitchings are used 
as trims on high grade numbers. Rubber soles 
and top lifts are increasing with each succeed- 
ing sports season. 

Sports expression has gone a great distance 
in youthful fashions. No longer does the 
modern take a shoe because of its color. 
Design and suitability enter into the picture 
more and more each succeeding season. 

Youth today is attune with all that is going 
on around. Modern life, moving pictures and 
education have had an influence in teaching 
youth proportion and design as well as giving 
it a sense of values and an appreciation of 
line. Hence a great real of thought and at- 
tention must be given to the types and patterns 
used in youthful footwear. 











3 


1. Two-toned elk for sports and daytime wear. Semi- 

square toes are being shown in children’s lines. The 

take out in tips is one of the newer themes, as is . 
the line of perforations in the body of the shoe 


2. Neutral calf rubber sole moccasin. The drop in 
the line of applique near the small toe relieves the 
bulk of the seam 


3. For the older girl this two-toned oxford is styled 

for many sports occasions. The sharp angle lines 

on the throat of the shoe take away the appearance 
of weight and complement the instep line 





MEL, 
. 
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For the Young Modern 


tern will be popular. Many rubber sole types are shown 
with the moccasin toe line. Canvas footwear, suggestive 
of the sneaker, is again favored in price lines. Dressier 
designs in awning patterned fabric are showing in drop 
heel types, while many oxfords are using a higher heel 
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on spectator patterns, now so much in favor. 

Modern youth unquestionably is style con- 
scious and this fact should be the merchant’s 
cue in selling. When shoes were simply a util- 
ity, consumption and sales were dependent 
upon wearing qualities chiefly and the young- 
ster who boasted two pairs of shoes was at 
once the marvel and the pity of the neighbor- 
hood. The real hero was the boy who “went 
barefoot” from the time when frost was out 
of the ground until the first autumn snowfall. 


But child psychology has 
changed along with everything else and pride 
in appearance is a juvenile characteristic of 
this modern age. The boy or girl is as sensi- 
tive to style appeal today as the man or woman. 
Modern advertising and modern merchandis- 
ing reflect this change. The juvenile depart- 
ment of the apparel shop, the clothing and de- 
partment store has been alert to the change and 
has taken on a new importance. Witness the 
window display of juvenile apparel in the big 
city stores to be convinced of the importance 
which these stores attach to boys’ and girls’ 
apparel. ; 

The modern boy or girl who has clothes for 
every sort of purpose and occasion requires 
correct shoes for each. A pair for every day 
and a pair for Sundays will no longer suffice. 
Sport shoes, dress shoes, school and daytime 
shoes and special types for various games and 
accessories now have a place in the juvenile 
wardrobe. And this new multiplicity of juve- 
nile footwear requirements becomes at once 
the opportunity and the responsibility of the 
progressive merchant. 


4. This type of elk sandal is necessary in every retail 
store. Season after season buyers find that this style 
shoe must be stocked for growing feet 


5. Smart, unlined buck with seamless quarter. This 
shoe may be changed and repeated each season be- 
cause of its style as well as its suitability 


6. Two tone and two leathers or one tone calf are 

used with equal effect in this type of footwear. 

Plain seaming or saw tooth edges are employed with 
equal success 






















To Urge Immediate Buying 


Shoe Travelers to Formulate Recommendations 


to Merchants at Detroit Meeting 


More than 200 delegates 


will gather in the Book-Cadillac 
Hotel, Detroit, on Jan. 2, for what 
is expected to be not only one of 
the most successful but also one of 
the most important conventions ever 
held by the National Shoe Travelers’ 
Association. Twenty-two local or 
regional associations, entitled under 
the by-laws to a total of 205 dele- 
gates, have signified their intention 
of being represented by their full 
quota. Those associations which 
have not already held meetings for 
the election of delegates will do so 


Above, Frank J. Larkin, 
president, National Shoe 
Travelers Association; 
right, Dave Davis, treas- 
urer of the association 


between now and the end of the year, 
and the morning of Jan. 2 will see 
most of them registered at hotel 
headquarters. 

The convention proper does not 
open until the morning of Jan. 3, 
but a meeting of the Board of Gov- 
ernors will be held on the afternoon 
of Jan. 2—also in the Book-Cadillac 
Hotel—at which the rules for the 
convention procedure will be drawn 
up and every effort made so to 
schedule the order of business as to 
make for speed and thoroughness. 

Hosts to the visiting travelers will 
be members of the Michigan Shoe 
Travelers’ Association, the president 
of which, George Gorman, will be 
the first speaker of the convention, 
delivering the welcome of the city 
of Detroit to the visitors. 

A feature of the convention, to be 
presided over by President Frank J. 
Larkin, will be the introduction of 
numerous resolutions, only two of 
which, however, had been received 
at the office of National Secretary 
T. A. Delany in time for publication 
in this issue of the Boor AND SHOE 
RecorDER. These two resolutions, 
both bearing the indorsements of the 
Boston Shoe Travelers’ Association, 
the Southern Shoe Travelers’ Asso- 
ciation and the Boston Shoe Asso- 
ciates, provide, first, that the presi- 
dent of the National shall be author- 


ized to sign checks and make dis- 
bursements in the event of the in- 
ability of the treasurer to function; 
and, second, that the term of office 
of the secretary shall be lengthened 
from one to two years—all other 
officers to be elected for the now 
prevailing one-year term. These are 
intended as amendments and ad- 
ditions to the present by-laws and 
constitution of the national associa- 
tion. 

The warrant for the annual meet- 
ing specifies that the following ar- 


[TURN TO PAGE 206, PLEASE] 



































Above, Thomas A. De- 

lany, secretary of the 

N. S. T. A.; at the left 

Joseph |. Kalisky, nation- 
al vice-president 
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ADVERTISING PAGBE BEMOVED 


And so it goes. The only way he can get that 
$7,000 profit off the shelf and into his ‘pocket is to 
reduce his old stock by $7000. There is no other 
way. 

Suppose, on the contrary, he allows his stock to 
increase another $10,000 the following year. The 
year’s operation may again net him a book-profit of 
$7000—not at all improbable. 


Yet at the end 


of these two “very successful” years his creditors may 
be forced to close him out. His book- 
profit would be all shelf-profit. Credi- 
tors have a nasty way of demanding 
money. They are not interested in 
book-profit except in bankable form. 
The commercial agencies ‘would list 
the failure as due to “lack of capital.” 
The underlying reasons would be too 
much shelf-profit, not enough money- 
profit; too much buying power, not 
enough selling energy; to much yes- 
power ; not enough no-power. 
Whenever book-profit is found to be 


| To 
Make More 
Money, 
Move More 
Merchandise 










“T’ll take it.” And this regardless of the fact we may 
think it is worth a different amount because of what 
we paid for it. 

So on Dec. 31 let’s look at last fall’s stock through 
next spring’s specs. 

Though it hurts, let’s have a super-honest inven- 
tory. Let’s list our merchandise, not by its cost, but 
according to what it will bring in a reasonably quick 
time. 

Then, for the time, let’s forget all about buying 
power. Let’s concentrate on selling energy. In the long 
run, selling energy is what generates buying power. 

Buying creates shelf-profit. Selling 
turns it into money-profit. 

This inventory is our goodby to 
1930; at the same time it is our hello 
to 1931. Therefore, whether or not 
we make any real money-profit in 1931 
depends largely on how we price the 
goods on our shelves this January. 

Listen to one merchant who says: 

“This January is no time to hold and 
hope; it’s a time to sell and suffer !” 

“Shoes were never bought for in- 
vestment, but for resale,’ he says. 


mainly shelf-profit rather than money- Continued “My little boy once thought he would 
profit, then that stock increase begins from page save a snowball till summer. What 
to be a millstone around its owner’s 99 became of that snowball is just what 


neck. It’s a liability, though listed as 
an asset. 

Once there was an old shoe dealer whose bookkeep- 
ing system was simplicity itself. He carried a sock 
in his hip pocket. Into that stock went all his re- 
ceipts; out of that stock came all his payments. 

At the end of the year he counted what was left 
in the sock, bit every dollar between his teeth, and 
said, “That’s my year’s profit!” 

Don’t laugh. There is more merit to that method 
than we system hounds might like to admit. 

In our modern mania for statistics we are apt to 
forget we are in business not to make a profit, but to 
make money. 

“Well, what of it?” you ask, a trifle bored. 

Inventory time is here. The profit and loss state- 
ment is just around the corner. 
pends on the correctness of the inventory. So let’s 
see what an inventory really is—as applied to the 
shoe business. 

An inventory is a statement of worth, based upon 
the money a thing will bring im a reasonably quick 
time. 

In the shoe business value means quick salability. 
This definition does not apply to non-style merchan- 
dise. A diamond or a plot of ground may have a 
great value yet little immediate salability. 

Not so with shoes. A shoe is worth only the 
amount at which the customer appraises it by saying, 
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Its accuracy de-. 


happens to the value of a shoe held 
beyond its season. 
“T have this sign over my desk: Yow’re not in the 
storage business. 

“Look at this suede pump. Beauty! It ought to 
be worth full price next fall—but I’m taking no such 
chances. It will be snapped up at half price in 
January by some appreciative customer. 

“Now see what becomes of the money she pays 
me. Within a month it is invested in a brand new 
pair. This pair sells and another takes its place. 

“By fall that pair also is gone and I have a third 
pair in stock. It’s new, smart, salable. And I have 
turned that money twice, each time at a profit. I 
took one loss, made two profits. I sold and suffered, 
then invested and profited. 


“Suppose; instead, | decide 
to ‘hold’ the price up on this shoe and ‘hope’ it will 
sell. If it does I win. But the gambler’s odds are 
heavy against it. It didn’t sell in season. Why 
should it sell now unless some further inducement 
is offered? 

“The chances are that when Fall comes I would 
still have that pair of suéde pumps—an old pair then, 
smeary and soiled. Worth what? No more than 


I refused to let it go for in January. 
[TURN TO PAGE 206, PLEASE] 
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Shoe Store’ Nervice Section | 








Devoted to 


DISPLAY, EQUIPMENT AND SUPPLIES 


for the Retail Shoe Store 





Team Up Windows and Ads 


Merchandising has made great 


strides in the decade now closing, but for the next 
decade there are plenty more to be taken. One of 
these is the teaming up of windows and ads. 

Here is a situation that obtains today in a majority 
of stores: The display man gets an idea and works 
it out in a window trim. The ads man gets an idea and 
works it out in an ad. The trim looks good. The ad 
looks good. Folks say so to the boss and he feels good. 

But there is a big obstacle in the way of either 
the window or the ad being as good as it might be. 
They are UNRELATED. Now just what does this 
mean? Let’s elucidate. 

A window and an ad appearing concurrently are 
unrelated when: A shoe or other item is played up 
in the ad and not displayed in the window, or it is 
called “The Levant” or some other name in the ad 
and “3742” or some other number in the window, 
or is given either form of identity in the one and 
not in the other, or is featured with a catch phrase 
or slogan in one and not in the other. 

Moral: Team up the windows and the ads, so that 
either will recall the other to mind. 

There are many expedients that can be employed 
to accomplish this. If you use a monthly show card 
service, use the copy from some of these cards as 
heads for ads on the shoes to which they pertain. 

If you have some unique dis- 
play fixture in your window, let 
your ad show your feature 
shoes on that fixture and near 
the cut run a caption such as: 
“See them on the onyx table 
in the east window; then come 
in and see them on your feet.” 

If your ad on arch support 
shoes says: Blank’s Peparch 


ads. 


public mind. 
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@ Your windows should revive 
the impressions made by your 
Ads should reinforce the 
sales appeal of your windows. 


@ These two selling factors 
should be teamed up and iden- 
tified one with the other in the 


Shoes smooth rough roads for tender feet,” then 
that is the logical copy for the display card to be 
used with these particular shoes—and be sure to use 
the card only in connection with a unit grouping of 
these shoes—not placed just anywhere in the window. 
If you use illustrative or decorative panels in your 
window back, let these and the ads carry some identi- 
cal features for the sake of tie-up. 


The basic thought expressed 
in the foregoing can be carried out still further 
through the creation of a series of teamed-up windows 
and ads based upon one central decorative theme. As 
thought starters, a few ideas are here submitted: 

Some suggestions for decorative themes for a 
series of teamed-up windows and ads: 

“In the Charmed Circle” 

For the window: A gilded hoop, a floral wreath 
or any suitable circular .display piece, with a shoe 
stand top attached inside the circle at the bottom, for 
the display of one pair of shoes. Provision might be 
made for the display of a proof of the ad exploiting 
the shoe displayed. 

For the ad: Have a drawing made of the “Charmed 
Circle” used in the window. This need only be drawn 
The shoe drawings for the series can be made 
so that they can be pasted onto 
the circle drawing with rubber 
cement, which permits of their 
removal without tearing the 
drawing board. 

“On the Crest” 

For the window: A wave can 
be painted on wallboard, on 
which the shoe can rest. Or 
canvas can be used. 


once. 









Just as “‘sterling”’ on silver is 
the hall mark of the best, so 
“pure silk” on shoe laces is 
unquestionable evidence of 
superlative value. 


Pure silk laces are the nat- 
ural choice of men and 
women who recognize the ul- 
timate economy of quality 
—and of the merchant who 
believes in the selling creed 
of economy and service. 
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We say “preferably Schaef- 
fer” because a lace so 
marked contains nothing but 
pure silk fabricated by 
craftsmen of long experi- 
ence. 
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SCHAEFFER & COMPANY 
READING, PA. 
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Findings _whole- 
salers who stock 
Schaeffer Laces 
are building their 
future prosperity 
on the soun 
base of customer 
satisfaction. Mer- 
chants can buy 
with complete 
confidence from 
such houses. 
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A Shoe Wiedeis Display 


Questionnaire . . 4 


DO you show the price on every piece of merchandise displayed? 


DO you call attention to important features of the shoes? 


Study this list 


of questions 


ARE your windows and ads synchronized, so that each will remind 
people of the other? 


DO you change trims as frequently as any store on the street? 


Add some others 


WHEN a change of trim is made, is it made NOTICEABLE, so that 


folks who have looked at the last trim won’t pass by under 


Use them as the basis 
of a check-up on your 
windows and _ others. 


the impression that they’ve seen THIS one? 


DO your windows attract more lookers-in than your competitors’ 
windows do? 


. ARE they jammed full of a conglomerate mass, or dressed so that 
unit displays and individual items are readily distinguishable? 


ARE your windows correctly lighted for shoe displays with a bright 
light that is clear and glareless? 


ARE the display stands, furniture, decoratives, and permanent fit- 
tings of the window and store front right up to date and in 
harmony with the merchandise displayed ? 


IS your trimmer allowed latitude for the expression of merchandising 
and decorative ideas, or is he held down by a tight budget? 


Find where there’s 


Next time you put in a trim, 
keep a diagram of it, noting the position in the window 
where each shoe is placed. Keep check on the quantity 
of each that is sold while the trim remains in. Then, 
in the next trim, put back several of these shoes, 
switching some from the front to the back of the trim, 
and vice versa. A comparison of sales with those on 
the previous trim will give some indication of the 
relative sales value of the various positions in the 
window. 


Keep a close check on the sales of window-displayed 
shoes to ascertain what kinds draw best at different 
times. 


It also would be well to delegate someone to watch 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 27, 1930 


room for improvement—Here’s how: 


your windows for a day or so. Let him note how 
many stop and look and, if possible, what items are 
picked out for attention. It would also be well to 
ascertain if some competitors’ windows are stopping 
more people than your’s are. If so, study those win- 
dows closely. Take careful note of the styles shown 
and the prices—of the placing of the merchandise—of 
the background, the furniture, the display stands, the 
decoratives, the lighting, the store front as a whole. 


Take along the ten questions printed above and make 
a comparative analysis of your competitors’ windows, 
and your own. In some particulars you may “have 
it on” him, but in others there’s something to be done. 
The sooner it’s done, the better for your business. 
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No. 4290 
Three Top Displayer , 





Visit our 








WRITE 








No. 4289 Table 
12x24 Top 18” High 


DISPLAY FIXTURES 


For footwear that are attractively 
designed are certain to produce 
favorable results for your merchan- 
dise when shown on display, for 
thousands of critics form a binding 
impression before thousands of feet 
walk towards counters where dollars 
change hands. Window shopping is 
a preliminary to each inside trans- 
action. To secure favorable atten- 
tion for your merchandise the first 
point of contact you have with your 
public—the window—and you will 
be certain of securing more than 
ordinary sales results. That is the 
reason our fixtures are pleasingly, 
carefully and attractively designed 
so that they may produce favorable 
attention for merchandise when it 
is displayed. 


FOR FIXTURE SUGGESTIONS 
WRITE HUGH LYONS & COM- 


PANY AND IF IN DETROIT SEE - 


BOOTH tf AT N.S.R.A. CON- 
VENTION JAN. 5-8. 


HUGH LYONS & CO. 


“MEMBER NATIONAL DISPLAY ent 


LANSING 
NEW YORK 
485 Fifth Ave. 








SUGGESTIONS TO 
OFFER. 


TWO PRACTICAL 
DISPLAYERS SHOWN 
HERE 














The Hosiery Chest 
and Mending Box 


Offers to enterprising merchants a tre- 
mendous extra profit and business build- 
ing opportunity. 


In a variety of beautiful colors the con- 
sumer is quickly attracted and sales are 
easily made. 


Progressive merchants all over the 
United States are featuring the Hosiery 
Mending Chest, not only as an independ- 
ent unit, but as a part of a merchandis- 
ing plan, selling a complete hosiery 
wardrobe. 


The Hosiery Mending Chest illustrated, 
approximately 9” x 10”, is made of Im- 
ported paper. It holds six pair of hose 
and is sold to you complete with silk floss 
thread and needle, at $3.60 per dozen 
boxes or $26.00 per 100 boxes. Terms 
2/10 E.0.M., F.0.B., N. Y. 


There are big profit 


tentialities in Hosiery 
Chests. Write for further 
information. 


A. HENDON & SON 


“Art Novelties for the Shoe Trade” 
186-192 West 4th St. New York 
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NATIONAL NEWS 


SATURDAY, DECEMBER 27, 1930 


EVERY WEEK 








Retailers Cut Overhead Costs 


N. S. R. A. Issues Bulletin Giving Results of Survey Showing 
How Merchants Are Lowering Expenses of Operation 


CHIcCAGO.—The National Shoe Retail- 
ers Association has just completed a 
brief survey of store operations among 
some of the leading shoe merchants of 
the country to ascertain to what extent, 
and in what manner, they have been 
successful in reducing their cost of 
doing business. 

The results are contained in a special 
bulletin revealing ways and means 
which have resulted in a lowering of 
costs, particularly in the item of “sell- 
ing expense.” The bulletin says in part: 

“The replies received all indicate 
that savings have been made in various 
items, particularly that of ‘selling 
cost. Reductions have also been ef- 
fected in advertising expense, lighting 
and deliveries. The sales forces of the 
larger number of stores reporting are 
employed on a commission basis. 

“In some instances, drawing accounts 
have been reduced. The commission 
paid salesmen has been maintained 
practically by all stores. In many of 
these, however, the sales cost has been 
reduced either by releasing inefficient 
salesmen, or by dispensing with the 
services of those among the last to be 
employed, and by discontinuing the use 
of extra men, or using as few as 
possible. 

“In several instances where all em- 

ployees are paid a straight salary, some 
reduction has been made. The reduc- 
tion applied to the owners and execu- 
tives, as well as to all others. 
_ “The replies reflect that every effort 
is being made to operate as economical- 
ly, and yet efficiently, as possible; that 
all items of overhead are constantly 
being scrutinized and savings made 
whenever possible, consistent with 
proper service to customers. 


Observes 35th Anniversary 


WORCESTER, Mass. (UTPS) — 
Worcester’s oldest established individ- 
ually cwned shoe store, conducted by 
Axel Sjoberg at 125 Front Street, is 
now celebrating its thirty-fifth anni- 
versary. Mr. Sjoberg has the distinc- 
tion of being one of the few shoe deal- 
ers in this country today who can make 
a pair of shoes by hand or machine. 
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Joint Leather Display at 
Detroit Show 


New York—A comprehensive showing 
of American leathers for spring will be 
held at the convention of the National 
Shoe Retailers Association in Detroit. 
The entire Crystal Ballroom wiil be de- 
voted to this feature, which will be under 
the direction of American Leather Pro- 
ducers, Inc. Each of the groups produc- 
ing a major type of shoe leather will co- 
operate. 

In addition to the elaborate exhibit 
there will be talks at 2.30 on Monday, 
Tuesday and Wednesday by leather ex- 
perts and fashion authorities. The show 
will be open throughout the convention 
for the convenience of visiting shoe men. 
The closing feature will be an educa- 
tional leather meeting for the sales- 
people of Detroit shoe stores on Thurs- 
day evening. 














Malcolm Neuwahl Dies 


ALTOONA, Pa. — Malcolm H. Neu- 
wahl, widely known Central Pennsy]l- 
vania shoe merchant and a leading 
business man of Altoona, died suddenly 
at his home here on December 17, aged 
54 years. He had been ill for several 
months with heart trouble. After leav- 
ing ghool he entered the employ of 
A. Simon and Company shoe merchants 
and was connected with the establish- 
ment for more than 30 years, being 
general manager at the time of his 
death. His widow, three daughters and 
a son survive. 

In both the Altoona Chamber of 
Commerce and the Booster association, 
he was an active member. He had been 
a director of the Chamber of Com- 
merce and was at time of his death 
a director of the Boosters. His reputa- 
tion as a dealer in shoes was more than 
state-wide and for ten years he had 
been a director in the Middle Atlantic 
Shoe Retailers association. 

The funeral was held on Friday, 
December 19, and was largely at- 
tended. 
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Merchandising 
Expert Talks to 
York Shoe Men 


York, Pa. — Members of the York 
Shoe Retailers Association at their 
monthly meeting held on December 15, 
in the storeroom of the G. R. Kinney 
company, this city, heard an interest- 
ing address by George Lane, field 
representative of the National Mer- 
chandising Company, of Chicago, on 
the proper “Atmosphere” for the re- 
tail store. Mr. Lane, who was in York 
supervising a sale at one of the York 
stores, stressed the importance of cour- 
tesy, and the development of a wel- 
coming atmosphere, as two of the car- 
dinal points of bringing in return sales. 
Mr. Lane was formerly with the Mont- 
gomery Ward company and the J. C. 
Penney company. 

The York merchants were well 
pleased with the response their “Shoes 
for Charity” campaign received at the 
hands of the buying public and as a 
result of the campaign several hun- 
dred pairs of shoes were turned over 
to local charities for distribution to 
needy families. The association has re- 
ceived several requests for details of 
the campaign from other organizatiors 
throughout the country. 

While the Christmas season is oc- 
cupying much of the time of the shoe 
retailers they still have time to plan 
for the future, and arrangements are 
being made for the annual get-together 
meeting of the association, at which 
time they will have their employees as 
guests. They are also planning for the 
election of officers which will take place 
at the January meeting of the organ- 
ization. 

Practically every member of the as- 
sociation will attend the annual con- 
vention of the Middle Atlantic Shoe 
Retailers Association to be held in At- 
lantic City, in January. 


Slater to Open Shoe Shop 
in Miami 

MiaMI, Fuia. (UTPS).—Among the 
shoe shops operating on Miami Beach 
this year will be one by J. & J. Slater, 
New York. This will be at 1013 Lin- 
coln Road, and will carry authentic 
footwear for men, women and children. 
The shop is to be opened later in 
December. 





E do not turn out shoes on a ‘large scale.” 

Nor do we try to standardize our business 

relations. Our policy has always been to give 

dealers intimate, personalized service. This means 

that every order you send us is given individual 

supervision from the moment it arrives until the 
moment the shoes are shipped. 


Our inventory is purposely kept low, and this 
enables us to maintain a high rate of turnover in 
our In-stock Department. Yet our stocks are always 
adequate to meet customers’ needs. And here’s 
something else of importance to you: We are 
always alert to catch changes in style trends. 
Because ours is not a mass production plant, style 

O U RS changes can be, and are, made quickly. In fact, we 
look upon women’s arch-support welts as some- 
thing more than staple shoes. 

IS NOT This instant, personal service, so adaptable to 
changing style trends, seems to appeal to 4 grow- 

| ing number of dealers. Some say that it is most 

unusual to get such service from a manufacturer of 
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Two eyelet tie in black or brown 


€ kid with contrasting reptile trim. 
Corried in 16/8 Louis and 15/8 this pl 
Cuban wood heels. Widths in place 
stock, Black Kid, AA-E; Brown 
Kid, AA-D. 
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New Shoe Salon in Dubuque 








Since reconstructing its interior along the modern lines shown in this photograph, 
the C & M shoe store of Dubuque, lowa, finds sales have increased and price re- 


sistance has diminished 








Modern Type Store Sells 
More Shoes 


DusuquE, IA.— The C & M Shoe 
Store here reports excellent business 
since occupying its new salon type 
store which was completed last August. 
In speaking of the increase in sales 
following this improvement an official 
of the company said: 

“Our store has been in operation 
about four years and until August 1 
of this year it was a family type store, 
selling complete lines of men’s, wo- 
men’s and children’s shoes. On August 
1 we converted the store into a parlor 
type, catering exclusively to women’s 
trade with shoes priced at $6.00, $8.00 
and $10.00. We carry the most indivi- 
dual looking shoes we can buy, clean up 
our stocks thoroughly twice a year and 
start out again with clean stocks. 

“We were closed during the entire 
month of August making the change 
but even after losing one month’s sell- 
ing we are behind last year’s business 
only $886.14 up to the end of last 
month. So we’re not talking hard times 
or depression. 

“We find that the day of the ‘rube’ 
is past. People one might expect to 
make some remark about the corn crop 
or the dry weather are just the ones 
who relax and feel comfortable in our 
store and possibly say: ‘Do you know, 
this place reminds me so much of the 
place in Chicago where these shoes 
were purchased ?’ 

“We do not meet with the price re- 
sistance that we formerly did. Any 
number of girls who formerly would 
not pay more than $5.00 are now com- 
ing to our store and paying $6.00 for 
their shoes. However, we are still work- 
ing on a comparatively small markup 
in the hope of increasing sales. 


Buffalo Merchant Dies 


BurraLo, N. Y.—Edward C. Hayes, 
president of the Hayes Shoe Co., Inc., 
operating a retail footwear shop at 
3812 Main Street, died suddenly after 
a heart attack. He was 45 years old. 
orn in Oswego, N. Y. 
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Chicago Finds 
Mild Weather 
Helps Suedes 


Cuicaco (UTPS)—Business activity 
in Chicago retail shoe stores last week 
continued to show steady expansion 
as the  last-minute-before-Christmas 
shopping peak drew to a close. Whole- 
sale orders settled into a firm but quite 
trend, merchants apparently relying on 
the holiday trade to clear their shelves 
and planning only necessary commit- 
ments in new stocks until after the 
first of the year. Realizing this situa- 
tion, wholesale houses are expecting a 
brisk buying demand to start shortly 
after the middle of January, by which 
time ‘“‘after-Christmas sales” will have 
further depleted old stocks and cleared 
the way for new buying. 

Local retail sales displayed a ten- 
dency toward merchandise in the lower 
price ranges, with the average unit 
shoe sale figure lower, but with the cus- 
tomer total considerably increased. The 
larger department store shoe sections 
were crowded during the early part of 
the week. 

Comparatively mild weather proved 
most helpful in moving suedes, which, 
fulfilling the prophecies of most of the 
astute buyers, are still holding good 
with every indication to continue even 
into the new year. 





Repairs Shoes Free 


SPRINGFIELD, OHIO (UTPS).—Mrs. 
Gertrude Kaplan, proprietor of the Re- 
New Shoe Service, 23 West Main 
Street, announced that shoes of school 
children, Whose parents can not pay 
for the mending, will be repaired free 
at her shop on Wednesdays of each 
week during the winter. She will 
donate both the material and workman- 
shop. A note from the teacher iden- 
tifying the child and declaring that 
parents are unable to pay for the 
mending is all that is necessary. 
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MUSEBECK 


uublefoech (our Suninht 


SHOE 
IN STOCK 







LA SALLE 









018 Biack 
Kangola Calf.$4.50 








CUSTOM 











068 Black 

Kangola Calf.$4.50 
an 

Kaffor Calf..$4.60 

















014 Black 
Kangola Calf.$4.50 
016 Black 










Ruby_ Kid... .$4.50 





















05 Benz 

Brown Kid...$4.85 
06 Evans Black 
Ruby _Kid....$4.50 



























060 Evans Black 
Ruby Kid... .$4.50 
080 Black 

Kaffor Calf. .$4.50 























070 Evans Black 
Ruby Kid....$4.50 













TERMS: 2% 20 DAYS, 30 DAYS 
NET 


MUSEBECK 
SHOE COMPANY 


DANVILLE, ILLINOIS 
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Genuine Watersnake! NEW REPTILE 
Fashion’s Decree! FFECTS 
NOW IN STOCK f 
AT fem 
z 
14/8 
Fe or Oe Wateranake Op Opera with No. | 1618-—Katfor kid Oxford 1 ith are 
Also in kaffor kid with aE at watersnake with 1 kaffor kid “tb and 3% inch 
lays, brown kid with brown baby py- trimming. Also in brown baby python to 8 Cc 
pow J ~~ eT cae with water- with brown kid tip and trlonning 
In Black Calf, Brown Kid, and Patent Leather Combinations. with brown iid inlays, "High sn een wa Gee See See SS coe. We Wel 
B and C Widths Spanish heels on each. with | 
EISS SHOE co ide—Sizes 3 to 8 C wide—Sizes 3 to 8 
J -W ” Boston Office: Philadelphia Office: B. Fri 
137 Duane Street New York City 216 Essex St. 17 No. 4th St Shoe C 
B — —_——- * ‘dee _ dit 
| # 
S ialty h in America 
IN STOCK , ee ee 3 nent See Sue A to EEE. 
, Sizes 1 to 10 
NU-WAY SHOE CO. 
t . the largest Stylish Stout Specialty house in America, 
Delivery at Once is forced by increased business to move to larger 
, quarters. 
On or about February 2nd, 1931, we a & i 
= ' at our new place of business, 142 Duane Street, New 
Pt a York City. Until then we shall be open for business 
Center Buckle, at 161 Duane Street, the present House of Stylish 
, BO céasicee 4.85 Stouts. 
We wish you all a Merry Xmas and a Happy New Year. 
No. 981—Same in - . 
Baby Heel...4.85 ' No. 
POWELL & CAMPBELL } King of Stylish Stouts 
122 DUANE STREET Established 1879 161 DUANE STREET NEW YORK CITY 
& a nude sia C Sail aa a a 
5 aia 
THE “PEDIKRAFT”’ . . ns 
| R SHOE | In the belief that friendship is one of 
“Corrective” Goodyear Welts for Women q 
y  m_ctteet Ready to sump |} the rewards of business, we approach 
Smart Styles Excellent Values 4 
te at os etine. ._..- 2008 this holiday season with genuine ap- 
90385—Brown Kid cut out Oxford..... 2.90 
9115—Patent center buckle strap.... 2.85 . . . 
| eae ea cee aa sa Se preciation of your good will. 
se etondbvrope Phx 
| All — Heels, Rubber Top Lifts p 
\ . C. D, EE Width : 
Also Women’s Latest Crea- 
tions to retail from $3 to $6 
LAZARUS FRIED & SONS, INC. 
, 120 Duane St., New York City 131-3-5 DUANE STREET NEW YORK 149 D 
= aia 
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a s wu 
KE hile z z 
w $7. = 
=CaZ2c 
a ST. s 
2CISc 
G st. 0 — 
LE MARKET 
TT PrTIPR ERR ERMEEMEMA REE U PR EEE ERE RRR ER ESSERE Seese eB Bee EeEe 
aie a 
OUR LEADER HIGH GRADE UNBRANDED 
IN STOCK AT ALL TIMES “COMPO” ALL LEATHER SHOES | 
A new, modern, scientific method 
$ .10 of Shoe Making—Eliminating  ¢ 
tacks, staples, nails and stitches, 
which assures better fit, longer 
wear, smarter appearance and 
Patent Chrome Seamless faultless flexibility. 
Black Satin Seamless 1521 Black Moi Sati: { 
oot eo 20/8 Cov. Louis Heel $3.25 
Carried on 20/8 Spike and p col a cae 1526 Black Moire Satin, 
we oe Se = Brown Kid dees aes 16/8 Cov. Louis Heel 3.25 
: Quarter Ldning, Feather Edge, Black Morella Regent Patent and Black Kid 
and 3% inch Vamp. Sizes 2% White Satin Regent Regent and Seamless 
~ to 8, C Wide. (suitable for dyeing) $3.25..... Pumps ..... $3.35 { 
7. a ee Many Other Styler—Write jor Catalog. q 
Shoes 
en: B. Friedman 108 Reade St., MORSE @ ROGERS 
St. Shoe Co., Ine. New York City N. Y. Branch, International Shoe Co., Inc., Duane and Hudson Sts. 
Po Ail ae a\8 ieee cae & = Ver. ¥, p 
ais 3 
e e e 
Saks Presents a Genuine Watersnake | Dancing Tap Slippers 
Center Buckle in High Grade Turns IN STOCK 
In Stock AAA-C 1 
{ 1208—Patent Leather Theo, 
ee OUEEE ccccaeuceaved $1.75 
oO. enuine beige water- 
snake center buckle. Kid trim ae Leather Th 
to match. Modified toe, 20/8 Sp. | SRA BIY MW 9 © seeeeeeereeses 
heel. High grade turn. .$5.00 1 Tatent . Lagtane Ons 
No. 7087—As 7086 in 16/8 baby ) schlaate: Guecaaa in 
Suseih Bath ..s.<+.0-. $5.00 oe a. Te 
: ’ i er) . : 
No. 7085—Genuine beige water- 200 
snake regent. 20/8 ane ' x a = x —_ , — \ 
GOO be Cv edt eeceaceeens ° 
All with leather top lift q 
‘ 
Blog Shoe Company, Inc. 
kK { 147 Duane St. 
aie ‘a 
Greenwald Shoes, Inc. We Challenge Comparison with Any Other 
present genuine: Rajah trimmed Sh Sins tiie Chiaasiiaite ats ea , 
turns and high grade ) oes In e Uountry a ese rrices ( 
flexible McKays ¢3281—The new Elmora 
Brown kid opera, ‘‘Barretts’’ 
IN STOCK trim, 20/8 high. 
43282—Same baby 15/8 heel. 
aN £3271—Kaffor kid pump, ‘‘Bar- 
\ q retts’’ black and. white trim, 
: 20/8 high. ic 
$3272—Same baby, 15/8 heel. 4 
¢3261—Kaffor kid, patent trim, q 
. $3.1 —= 20/8 high. 
lo, 3: Black vici kid, 5 5 § 5/§ 2 
Mest 'and white Rajehiicard’ erin; futin tO —uagk Kid pump, tip ond cheese wn he 
with a ‘pearl silk collar. High Rajah Lizard. Hand turn. sere pat ee i, M 20/8 ; high 
yf >) _ No. 1059—As above, Prado Brown oa. — - 
kid, genuine coffee Rajah lizard trim kid, genuine coffee Rajah lizard tip { 
with silk collar. and foxing. ‘ No. 3281 
AA-C wide, 20 ay tin fon oem 20/8 Sp. heel ) 
or samples 
REENWAI LEVEY BROTHERS SHOE COMPANY 
149 Du g ” SHOES, INC. : 145 DUANE ST., NEW YORK CITY , 
ane Street New York City “ 
a a\s bad 
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WHERE TO BUY 
Men’s Shoes 





NETTLETON 
Shoes of Worth 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















ole 
Mp 


15 STVLES 
RETAIL 


EAST WEYMOUTH, MASS. U.S.A. 


In Stockh Service 
“4 EM.HOYT SHOE CO. 
GOstVLES ¢ 5°6. Manchester, N.H. 


SEOFS_ ¥Y 


“A MAN’S DECISION” 


THE 








SHOE Lolany 
oe Co. 


Boston—183 Essex Street 
N. Y¥.—015-917 Marbridge Bidz. 


© 





Fave bang 
Masa. 











STEADY PROFITABLE 
a IS WANTED SELL- 


=> | 





().. A. PACKARD DCO. wim (P) 





Another Pioneer Passes 





Elmer Taylor to Manage 
Adam Departments 








JOHN C. BOYD 


St. Louis—John C. Boyd, of Boyd- 
Welsh Shoe Co., died on Friday of last 
week. 

Mr. Boyd was born in Bolivar, Tenn. 
and was educated in private and public 
schools in Bolivar, Tenn. 

As a very young man he entered the 
shoe business in Jackson, Tenn., and 
later was engaged in the retail busi- 
ness in Memphis. After leaving Mem- 
phis, Tenn., he was engaged as travel- 
ing salesman for the Brown Shoe Com- 
pany, St. Louis, and after being in that 
capacity for some time took charge of 
Sales and Publicity for the Brown Shoe 
Company. 

In 1915 Mr. Boyd entered the shoe 

manufacturing business in St. Louis 
under the firm name of the Boyd-Welsh 
Shoe Company. The firm was one of 
the pioneers in the manufacture of wo- 
men’s high grade footwear in the West. 
Mr. Boyd had always taken pride in 
the development of his organization 
and when around a year and a half 
ago he felt the need of relinquishing a 
major portion of his activities in direct- 
ing the affairs of the company as its 
acting head so that he could conserve 
his health he delegated the major por- 
tion of the responsibilities to those he 
had trained for such duties and who 
were thoroughly in accord with his 
views. 
Mr. Boyd had resided in St. Louis 
for the past 25 or 30 years—the family 
residence being at 6310 McPherson 
Ave. He leaves a wife, Mrs. Elizabeth 
H. Boyd, and two children, a son, John 
C. Boyd, Jr. and daughter, Miss Salli- 
beiley Boyd. 


Form New Corporation 


MILWAUKEE—A_ new _ corporation 
headed by E. W. Allen has purchased 
the patent rights and assets of the 
Allen-Edmonds Shoe Company, Bel- 
gium, Wis. The new company will be 
known as the Allen-Edmonds Shoe Cor- 
poration. 

The new company will continue the 
manufacture of “Osteo-pathik” and 
“Foot Fitter” shoes. 

W. A. Edmonds will be identified 





BuFFALo, N. Y.—Elmer A. Taylor 
has been appointed buyer and manager 
of the women’s and children’s footwear 
departments of J. N. Adam & Co., a 
unit of the Associated Dry Goods Corp., 
of New York, it was announced by 
Russell Ratigan, divisional merchan- 
diser with supervision over the foot- 
wear departments. 

Mr. Taylor succeeds J. D. Christy, 
who has been buyer for these depart- 
ments for several years. Mr. Christy 
has not announced his plans for the 
future. 

Mr. Taylor comes to J. N. Adam & 
Co., after almost three years with John 
Wanamaker Co., of Philadelphia as 
assistant buyer of women’s footwear. 
For 17 years he has been actively 
identified with the retail footwear trade. 
For five years he was assistant buyer 
of women’s shoes for Strawbridge & 
Clothier of Philadelphia and for five 
years he was manager of the Smith 
Shoe Store at 1641 Venango Street, 
Philadelphia. He started his career as 
a high school boy working part time in 
the Rogers Shoe Store of Decatur, III. 

Mr. Taylor will not only act as buyer 
and manager of the women’s and child- 
ren’s shoe department, occupying space 
on the fourth floor of the South store 
of J. N. Adam & Co., Buffalo’s largest 
department store, but he also will buy 
for the thrift department on the street 
floor at Washington and East Eagle 
Street featuring women’s shoes at $3.96. 


New Officers Are in 
Charge of Fresko, Inc. 


Boston, Mass.—Frederick Leviseur, 
of Leviseur, Haroth & Co., Inc., tan- 
ners, has been made managing director 
of Fresko, Inc., American distributors 
of vulcanizing processes used in the 
manufacture of shoes. The office of the 
company, at 20 East Street, Boston, has 
been placed in charge of B. Bywater, 
an Englishman with considerable expe- 
rience in the application of Fresko in 
various parts of the world. 

These appointments follow the recent 

death of E. C. Cottie, who had been 
president of the company since its or- 
ganization early in 1929 and insure the 
company’s affairs being carried on in 
as satisfactory a way as they were 
under the original management. 
An invitation has been extended to 
all members of the trade to visit the 
offices where demonstrations can be 
seen. 


C. V. Knight to Manage 
St. Paul Store 


MINNEAPOLIS, MINN. (UTPS)—C. V. 
Knight, buyer and manager of the shoe 
department in the Twin Cities stores 
of Maurice L. Rothschild & Co., has 
been made manager of the St. Pail 
store, to fill the vacancy left by the re- 
cent death of Joseph G. Simon. Mr. 
Knight became associated with the St. 
Paul store in 1914 and in 1921 took 
over the shoe departments in both 
cities. He became assistant manager 





with the new firm, in charge of sales. 
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of the Minneapolis store last Spring. 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Dec. 27, 19:0 


«< 





AIAN, 


iii 


AN IN-STOCK NUMBER BY 


JOHN A. FRYE SHOE COMPANY SS= 
MARLBOROUGH, MASS. 


UPPERS =cut from plump 
weight full chrome tanned 
gun metal. 
LININGS genuine blue 
wearproof throughout vamp 
and quarter. 
INSOLE— one piece grain 
sole leather, ventilated to 
allow foot to breathe. 
FULL DOUBLE SOLE — out- 
side 10 iron. Natural grain 
finish, treated by special = 
waterproof process for extra 
service. Full leather middle ¥ \ 
sole under outsole. \y ex. Y 
LEATHER TOP FACING ~e 
MUNSON LAST \ 
STEEL ARCH—brass riveted 
to shank, 
13 NAIL WHOLE RUBBER .=% 
HEEL AND —— 
GENUINE BARBOUR 
STORMWELT 


Weillustrate a number carried 
in stock for over two years, 


lt gradually improved in quality 
&’ and reduced in price as market 





conditions allowed. Today the 
shoe is built better than ever 
and at a new low price of 


*2.50 


Sold only to wholesale, 


chain store and mail-order 
houses. 


JOHN A. FRYE SHOE CO. 


MARLBOROUGH, MASS. 
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HERE TO BUY 
Men’s & Women’s 
Slippers 


i. 
requet. «IN STOCK 








L. B. EVANS SON CO., Wakefield, Mass. 
086466606 


Cyocccceeooece oy 





Boudoir Slippers In Stock 
UNUSUAL VALUES 


“Every. Pair 
Guaranteed”’ 
SCHWARTZ & HERDER, INC. 


Comfort & Ballet Slippers 
St., Philadelphia, Pa, 


Specialists | | 
24 pec 


1 No. 1it 








BORCO SLIPPERS are made better— 
and sell better—than any other slippers 
em the market in the — joel price 
ednee. Catalog on Requ 

VINCENT HORWITZ CO., Inc. 
4-76 W. 2rd St. New York City 














High Grade Turn Mules 
and D’Orsays 


Catalogue sent on 
request 


Paristyle Footwear Mfg. Co., Inc. 
and Salesroom 


F 
40-46 West 25th St. New York City 








MEN’S FINE 
HAND TURNED 


SLIPPERS 
Manufactured 

















New Sales Manager 











M. C. HANSEN 


St, Louis — H. W. Brown having 
res#gned as.sales manager of Hamilton- 
Brown Shoe Co. and gone back to New 
Engtland,.the company has selected M. 
C. Hansen as his successor. For 
twenty-five. years Mr. Hansen sold 
Hamilton-Brown shoes in his retail 
store. He has sold Hamilton-Brown 
shoes on the road for the past four 
years. In conference with an expert 
on sales who has been helping him out- 
line. sales policies, he has determined 
upon many improvements in the selling 
end of the business. 


Reports Increase in Business 


and Profits 


St. Louis—The Menzies Shoe Com- 
pany of Missouri has shown a steady 
increase in shipments in the face of the 
present business conditions, according 
to S. D. Nichols, president of the com- 
pany. 

Net shipments in November were in 
excess of 13 per cent over shipments 
for October. The company has been 
adding new employees and is planning 
for a further increase in business dur- 
ing the first quarter of 1931. 

The profits have also increased each 
month since August 1. No reductions 
in wages of any employees or execu- 
tives have been made. 

Earnings are now running consider- 
ably in excess of preferred dividend 
requirements. Mr. Nichols says, al- 
though no dividends are being paid, 
either on preferred or common stock, 
as the earnings are being used by the 
company in helping to finance its in- 
creased business. 


Barney Morris to Manage 
New Store 


CINCINNATI (UTPS)—Barney Mor- 
ris will manage the Feltman & Curme 
Shoe Stores Co.’s new store in Cin- 
cinnati’s most modern skyscraper, the 
Starrett Building. 

Mr. Morris, a former Cincinnatian, 
comes on from Louisville to take over 
this new venture. 
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Oppose Indiana Sales Tax 
Measure 


INDIANAPOLIS, IND.— The trade in 
Indiana is massing its support to at- 
tempt the defeat of any proposal to 
establish a retail sales tax at the com- 
ing session of the Legislature, which 
convenes early in January. 

Recently the Indiana tax survey 
commission, appointed for the purpose 
of recommending new forms of taxa- 
tion, designed to eliminate the state 
property tax levy of approximately 
$15,000,000, made its report and of tive 
major provisions, the establishment of 
a retail sales tax of 1 per cent of gross 
sales, was one of the methods recom- 
mended. tts hy 

The committéé has been at work 
nearly a year and at various times has 
held public ‘hearings at which all who 
desired could appear and outline their 
propositions. Now the retailers have 
discovered that at these hearings, in 
most instances, the trade was not rep- 
resented. 

It is planned to hold meetings in 
various parts of the State before the 
session is convened for the purpose of 
deluging the State assembly with let- 
ters and telegrams unfavorable to this 
feature of the program. Civic bodies 
will be asked to assist. 


Chain Surveys Sales 


CoLuMBUS, OHIO (UTPS) — The 
Schiff Co. operating a chain of 174 re- 
tail shoe stores, in a 10-months survey 
of business in various units, reports 
that the store at Champaign, II1., show- 
ed up with the largest percentage of 
increase during the first 10 months of 
1930 compared with the same period 
in 1929, an increase of 28.10 per cent. 

Lafayette, Ind., was second with an 
increase of 27.67; La Port, Ind. was 
third with an increase of 23.21; Lo- 
gansport, Ind. was fourth with an in- 
crease of 16.97; Hamtramck, Mich. was 
fifth with an increase of 16.15 per cent; 
Muscatine, Iowa was sixth with an in- 
crease of 14.98 per cent; Cannonsburg, 
Pa. was seventh with an increase of 
12.90 per cent; Cedar Rapids, Iowa was 
eighth with an increase of 11.06 per 
cent and Richmond, Va. was ninth with 
an increase of 10.34 per cent. 


Best Year Since ’26 for 


Providence Store 


PROVIDENCE, R. I. (UTPS)—At the 
Thomas F. Peirce & Son shoe store, it 
was said that, while business condi- 
tions have been poor, they have re- 
alized, both in sales and profits, the 
best year since 1926. Sales and profits 
for this year have gone ahead of last 
year by a fair percentage. While they 
have spent more on advertising, they 
have spent no more in proportion to 
sales. 

The average show sale has been 
around $12, the most popular prices 
being $10.50 and $12.50. The reason 
for their sales record, according to 
George E. Peirce, Jr., is in having qual- 
ity footwear, styled right, displayed 
right and advertised well. 

Their hosiery business has far ex- 
ceeded the sales and profits of other 
periods, although the Christmas busi- 
ness, they report, does not seem to be 
as large as usual. 


Boor AND SHOR RECORDER 
combining THE SHOE RETAILER, Dec. 27, 1930 





You are cordially invited 


to inspect the Spring and Summer lines 


of 


‘Sandard — 
SPATS 


SOFT SOLE SLIPPERS 
nd 


Beach Slippers 


ROOM— 


N.S. R.A. 7 3 4 BOOK-CADILLAC 
CONVENTION HOTEL 


S.RAUH & COMPANY 
650 SIXTH AVENUE, NEW YORK 


a ; 
‘ 
‘ 
a » i 
s/w \ | vv 
REG. U. S. PAT. OFF 
Boor AND 
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WHERE TO BUY 
Dancing Shoes and Taps 





TAP SHOES 
Ne. 9780 $1.95 


Black Kid 


Leather 
5 





+ 











BROOKS SHOE MFG. CO. 
Swanson and Ritner, Phila., Pa. 


eel N STOC Keeeo 


Tae DANOING SHOES OF 
ty UGTION 
ols YS 3 ané 











Ce., 
ORMIDEEWOCK, MAING=——_! 


000008 ©0000 


WING - TAP 


(Patent pending) 








The only left and 
right tap made. Gives 
en extra tap when 
executing wings and 
rolls. Large, medium 
and small sizes. Re- 
tafls profitably at 75c 


SEND FOR NEW 
1930 IN - sTOOK 
CATALOGUE B.8. AT 
-ONOB DELIVERIES. 





WHERE TO BUY 


Store Fixtures 


) 1 COP / TH+# 
W GOODWIN CATALOG 
FIXTURES 





New England to Co-operate 


Representative Manufacturers to the Number of a 
mately One Hundred to Exhibit at N. S. R. 
Convention in Detroit 


BostoNn—Approximately one _ hun- 
dred representative New England shoe 
manufacturers and firms in the allied 
trades are cooperating with the 1931 
N. S. R. A. Convention in Detroit, 
January 5-8, and will have sample 
rooms in the various “official” hotels, 
the larger group being located in The 
Book-Cadillac. 

The general welfare of the big New 
England delegation will be looked after 
by a special committee of which Albert 
N. Blake, of Watson Shoes, Inc., 
Stoughton, Mass., is chairman. 

The majority of the New Englanders 
will leave Boston for Detroit, anuary 
3 on the “Shoemen’s Special” over the 
Boston and Albany Railroad, arranged 
for by the New England "Shoe and 
Leather Association, and this train will 
be made up of all-steel equipment in- 
cluding club car, diners and observa- 
tion car. The popular Pullman All- 
Star Quintette will provide entertain- 
ment during the trip 

The schedule of. ‘the “Shoemen’s 
Special” is as follows: Leave Boston, 
8.15 p. m., leave Worcester, 4.25 p. m., 
leave Springfield, 5.45 p. m., leave 
Pittsfield, 7.29 p. m., Sunday, Jan. 4, 
arrive Detroit. 8.35 a. m. 

All requests for reservations either 
on the “Shoemen’s Special” or on regu- 
lar trains should be sent to W. J. 
Graham General Agent 357 South 
Station, Boston, Mass. Members of 
the trade are requested to make Pull- 
man reservation at once, so that the 
necessary equipment may be ordered. 

As heretofore in connection with this 





Athletic Girl Wears 
Larger Shoes 


Louisville, Ky.—Food for thought was 
contained in an editorial appearing in a 
Louisville newspaper, to the effect that 
the modern girl is wearing shoes larger 
than those worn by her sister of a hun- 
dred years ago. In the old days the 
ladies or gentry class, and especially in 
the rich, Southern home, held to the 
ideal of small feet, as a necessary ad- 
junct to beauty and indicating aristoc- 
racy. The ladies of the day seldom 
stepped foot to earth except in a walled 
garden, if it could be helped. 

However, her modern sisters go in for 
swimming, tennis, hockey, golf, and be- 
lieves in health and strength, and un- 
doubtedly are of a hearty breed. 

The woman of today does not crowd 
her foot into a tight shoe, that must be 
broken in gradually, but buys shoes that 
give comfort, a long athletic stride, in- 
stead of the mincing prance. Hurdle 
jumping and athletics can not be car- 
ried on with bad feet, nor in tight shoes. 
The editorial concludes: 

“The Twentieth Century girl is an im- 
provement upon girls of earlier genera- 
tions. Health and strength are better 
ideals than shrinking, swooning, vine-like 
clinging, timidity and feminine helpless- 
ness.” 











important trade event, the New En- 
gland Passenger Association has given 
the National Shoe Retailers’ Associa- 
tion and the National Shoe Travelers’ 
Association a convention rate. A bul- 
letin says: 

“Under this arrangement a reduced 
rate of one and one-half fares for the 
round trip on the Certificate Plan is 
available, leaving December 31st to 
January 6th, 1931. Under this plan 
you should purchase a full-fare one- 
way ticket to Detroit, obtaining at the 
same time from ticket agent a certifi- 
cate, which when properly filled out 
at the convention will entitle you to 
purchase a return ticket at one-half 
fare, with the usual proviso that there 
must be at least 250 of such certificates 
presented at the Convention. The dates 
of validation at Detroit are January 
5th to January 8th, 1931. 


Correction 


Through an error it was reported in 
the Business Barometer department, 
December 6th issue, that Canton Dry 
Goods Co., Canton, Miss., of which N. R. 
Thomas is proprietor, had been peti- 
tioned in bankruptcy. Mr. Thomas in- 
forms the RECORDER that neither he nor 
his firm has at any time been involved 
in any bankruptcy proceedings and 
that the assets of Canton Dry Goods 
Co. are adequate and the liabilities are 
less than 15 per cent of its assets. 

Mr. Thomas says that the store has 





been moved from Canton to Jackson, 
Miss., because it is believed that a 
better opportunity for increased busi- 
ness is to be found there. 

Our apologies are in order. 


Compo Executive Offices 
Moved 


BostoN—The executive offices of the 
Compo Shoe Machinery Corporation 
have been transferred to 150 Causeway 
Street, Boston, Mass. The consolida- 
tion of laboratory experimental and re- 
search work with the general office in 
Boston has been arranged for the pur- 
pose of increased efficiency and better 
contact with the field, it is announced. 

J. B. Schwarez, general manager, 
will be located at the Boston office. The 
sales promotion and advertising depart- 
ments of the Compo Shoe Machinery 
Corporation will continue to be main- 
tained through the New York office at 
565 Fifth Avenue. 


Diamond Shoe Co. Expects 
Busy Run to Begin Soon 


BROCKTON, Mass.—Replying to per- 
sistent rumors that the Diamond Shoe 
Co. is planning to move out of Brock- 
ton, Supt. Henry S. Rubin recently re- 
ported the stories were absurd and 
that the company expected to begin 
soon after Christmas on a busy run. 
Mr. Rubin declared, however, that the 
smaller Diamond C factory, where 
cheaper grades of shoes have been 





made, would not reopen at once. 
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Sell the By 
Dancing 


Class 


This is the ballet and tap 
dancing age. All through 
the 1930 depression 
dancing schools and 
classes kept growing in 
number and size. 





JUNIOR FOOTWEAR 
OF 
DISTINCTION 






















Dancing Students need from two to four special 
slipper items. This is highly profitable added busi- 
ness for the go-getting shoeman. It draws in many 
new customers and stimulates sales on other shoes. 


Dancing masters recommend the HOFFERT Bal- 


let Slipper with new improved last and elk soles. me ——— GreweRire 
HOFFERT Dancing Footwear is gen- a 
erally preferred. All types IN STOCK. SHOE 
See Jack Hoffert at the Book-Cadillac. 


i Chicago Theatrical Shoe Co. 













Makers 
of the 













ROOM 1416 — STATLER 


Manuf 
en ae pale LALONDE & CLARKE, Inc. 
sept ROCHESTER, N. Y. 


Paecifie Coast orders filled from 6715 Hollywood Bivd., 
Hollywood, Cal. 
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WHERE TO BUY 
Spats 


‘Standard’ 


Watch “Standard” Spats in 1930 
8. Ri Rauh & Co., 650 Sixth Ave. N New York 


& Figo 


GREATEST SPAT LINE 
OF THE INDUSTRY 


Beg. Trade Mark 


Manelis Products Will 
Give You More Profits. 


a 


ane $2.50 
18.00. meet Golontel 


MANOLIS MFG. CO. 
4248 Ne. Crawford Ave, 
Chieage, tI. 


Fi VLC ha VC th C LC Mae tO hy 


BOND STREET 
Apuats 


The 

of all. Styled in England 
—made and 
priced to retail at $1.50 
to Lor taal ~~ by 
comprehensive, unique na- 
onal advertising—radio, 
national ma; Lo mer- 

chandising noe 
tive pacneses. summouiave delivery. Write f a 


THE WILLIAMS “y7 COMPANY 
bio, U. & A. 


iN ee eS 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 


In All _ Selling Colors 
10 dozen lots $7.50 


Also Better Grades 
Samples on Request 
STAR FOOTWEAR MFG. 


50-54 No. 4th St., Philadelphia 

















Adopts New Sales Plan | 





MAJOR ERNEST A. RAINEY 


MANCHESTER, N. H.—Major Ernest 
A. Rainey, general sales manager for 
the F. M. Hoyt Shoe Co., Manchester, 
N. H., has announced a new plan of 
organization for the sales activities of 
the company under which the country 
is divided into three districts. Major 
Rainey, who has been with the Hoyt 
organization for 18 years, will have di- 
rect supervision over the western dis- 
trict. C, H. Geisler will be district sales 
manager in charge of the eastern divi- 
sion and Harry R. Mack will be district 
sales manager for the South. 

The complete list of salesmen is as 
follows: 

Maine, New Hampshire, Vermont, W. 
Mass., J. Glidden; Eastern Mass., Rhode 
Island, Connecticut, A. Bucknam; Long 
Island, Brooklyn, Manhattan, Northern 
N. J., J. Hitz; Bronx, East New York, 
C. Hitz; West New York, N. W. 
Pennsylvania, E. Krug; New Jersey, 
Delaware, C. Oberfield; Ohio, East 
Kentucky, W. Heim, Indiana, Michigan, 
H. Warren; Va., eastern W. Va., Mary- 
land, D. C., W. Dabney; North Caro- 
lina, South Carolina, J. Byron; 
Georgia, Florida, J. Lester; Mississippi, 
Louisiana, G. Reynolds; Alabama, J. 
Fleisher; Tennessee, W. Kentucky, S. 
Missouri, H. Crawford; S. E. Ohio, S. 
W. Pennsylvania, M. Oberfield; Illinois, 
Wisconsin, A. Doyle; Kansas, Neb- 
raska, No. Missouri, W. Mills; West 
Texas, Oklahoma, B. Stivers; East 
Texas, Arizona, New Mexico, M. Ikard; 
California, E. George; Washington, 
Oregon, J. Kruger; East Pennsylvania, 
I. Oberfield. 


Wins Display Prize 


Burralo, N. Y.—Clement Kieffer, 
display manager of the Kleinhans Co., 
Buffalo’s largest retailers of men’s and 
boys’ footwear and furnishings, won 
first prize of $100 in gold for his win- 
dow display of men’s ipcord hosiery 
in the national contest staged by Nolde 
& Horst Co., of Reading, Pa., according 
to official notification received by Mr. 





Kieffer from Hans W. Nolde, treasurer 
of the company. 
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Women Guests 
at Gathering 
of Hub Group 


Boston, Mass. — The Boston Boot 
and Shoe Club held its 42nd annual 
ladies night, at the Hotel Statler, 
December 17. M. P. Gaddis, vice presi- 
dent, acted as toastmaster, August H., 
Vogel, Jr., president of the club, being 
in the west. Letters were read from 
J. Rush Green, a charter member, and 
from Al A. Rosenbush. Thomas F. An. 
derson, secretary of the club, brought 
greetings from his wife who is ill. Maj- 
or Charles T. Cahill read the report 
of the first ladies night gathering of 
the club, which took place Oct. 11, 1888, 
and showed two pairs of boots, one 
lace and the other button, both carry- 
ing concave heels of leather, which 
were in style at that time. 

Nixon Waterman, the speaker of the 
evening, discoursed upon the topic 
“How I Became a Millionaire.” He set 
forth, in a manner most golight! ‘ul, 
some of the deeper philosophies of life, 
turning the thoughts of his hearers 
from the tangles of the day to the 
real and enduring joys of friendship, 
and communion with nature. The 
Varsity Club sang and the dining room 
was gay with Christmas decorations, 
state and national flags, and gnomes 
from the studio of Frederic M. Haynes, 
the treasurer of the Club. Dancing fol- 
lowed the entertainment. 

The reception committee included 
George M. nd, Everett T. Packard, 
Charles T. Cahill, Daniel Tyler, Albert 
N. Blake, J. Goddard Brown, Thomas 
-A.- Delany, eg E. Gardner, Charles 
C. Hoyt, Paul C Eripogndort, Lewis 
Rosenberg and Edric Taylor. 


Fowler General Manager 
of Brockton Shoe Mfg. Co. 


BRocKTON, Mass. — Reorganization 
of the Brockton Shoe Manufacturing 
Co., with a pines in Holbrook, brings 
Charles E. Fowler of Braintree into 
the organization as general manager. 
Also comes the announcement that the 
concern will resume operation after 
a mid-year inventory about Jan. 1 with 
prospects of a very good run ahead. 

Mr. Fowler is one of the best known 
shoe executives in this section. For 
years he had charge of the T. B. Barry 
Co. in-stock department, and when that 
concern was liquidated he went with 
the M. Samuels Co. of Baltimore where 
he was buyer for 500 stores. He later 
became associated with the Farmington 
Shoe Co. of Dover, N. H., where he 
has been located for the past six years. 
He is also interested in a chain of $5 
shoe stores known as Fowler Shoe 
Stores, Inc. 

The Brockton Shoe Manufacturing 
Co. now is featuring shoes to retail at 
popular prices. M. H. Reese is <ales 
manager. 


Adds Shoe Department; 


MILWAUKEE, Wis. (UTPS)—The Na- 
tional Family Stores have added «oes 
to their lines of merchandise in ‘hree 
stores in Milwaukee, located at /006 
West Mitchell Street, 132 Wisconsin 
Avenue and 829 Third Street. 
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AN OPPORTUNITY 
FOR SOME MANUFACTURERS 


ANA-PEDIC is the registered trade name of shoes for men, women and chil- 
dren made over lasts designed as the result of many years experience in mer- 
chandising shoes of the corrective or health type, together with a painstaking 
study of the actual mechanics of the legs and feet in standing and walking. 
They are designed not to help nature, but rather not to hinder the normal ac- 
tion of the feet. As all the laws of nature are simple when we rightly under- 
stand them, so these shoes meet the problem of foot health in a simple way that 
insures better fitting and greater wearer satisfaction. 

Being simple and sane, they are readily adaptable to style changes and require 
no special equipment, other than the specially designed lasts. 


aS 


This trade mark together with expert advice in making the lasts, supervision 
of the production of the shoes, advertising literature and sales promotion is 
available to volume makers of shoes for men, women, boys and girls. 


For further particulars address: 


ANA-PEDIC 
BOOT AND SHOE RECORDER 
239 WEST 39th ST. 
NEW YORK CITY 
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WHERE TO BUY 


Women’s Shoes 





FOR WOMEN 
THE JOHN EBBERTS SHOE co 
IN ffalo, N.Y. éTOOK 








Internationally recognized as the acme of 
utility shoes. a 


SHAFT-PIEROE SHOE CO., Faribault, Mian. 








Ultra-Smart Sandals 
ae 











WHERE TO BUY 
W ork Shoes 








WHERE TO BUY 


Shoe Forms 


made of white, 
transparent or color 


we FAIRYLITE 
Shee I Form Co.,Ine.g Auburn, N. Y. 
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Step by Step into the Future 


[CONTINUED FROM PAGE 85] 


the next ten years will enormously in- 
crease following the present period of 
fear and depression. 

Some amazing human changes as 
well are in the promise of the next 
twenty years. Do you know that in 
1860 45 per cent of our people were 
between the ages of 20 and 50;; 46 
per cent were under 20 and only 9 per 
cent were over 50. Definite actuarial 
indications show that in 1950 45 per 
cent of our people will be between the 
ages of 20 and 50 and 28 per cent of 
our people will be above 50 years of 
age. This increased span of life will 
mean definitely an older people—older 
in the sense of age averages and older 
in the sense of being producers of 
wealth and consumers of commodities. 
Because of the lengthening age of man- 
kind under American standards of liv- 
ing, the proportion of population under 
20 will remain from 46 per cent to 27 
per cent because of the increase in peo- 
ple over 50 years of age. 

No man studying these basic facts 
can be a pessimist on the progress of 
the United States. No man looking into 
1931 and taking a forelook into the 
future as pictured in this picture can 
doubt but American standards of liv- 
ing will move forward. 

Shakespeare’s seven ages of men is 
rivaled by America’s seven standards 
of ba Here they are: 

The bare subsistence level, the 
nial standard of living above the pov- 
erty line. There is not much leeway in 
this standard of living for expendi- 
tures in any line. Every dollar must 
be made to count for the absolute ne- 
cessities of life. 

2. Minimum standard for health and 
efficiency. This is sometimes called the 
minimum American standard and rep- 
resents what, in the opinion of many 
students and social workers, should be 
the minimum for all people in the 
country. Great masses of unskilled la- 
bor class families are to be found in 
this group. 

3. The minimum comfort standard of 
living. This is the typical standard of 
living of the semi-skilled industrial 
workers in our factory cities and of 
the majority of the better situated 
farmers living out in the country. 

4. The comfort standard of living. 
This is- the standard of skilled work- 
ers and lower paid salaried workers 
throughout the country. 

5. Moderately well-to-do standard of 
living. This includes the masses of bet- 
ter paid salaried workers, professional 
people and smaller business peop’e. 

6. Well-to-do standard. This inc'udes 
the more successful professional class- 
es, higher business executives and suc- 
cessful business owners. 

7. The liberal standards of living, 
among which there are several grades, 
including all families of wealth and 
whose annual expenditures.range from 
$10,000 a year and up. 

The proportions of expenditures for 
each division of the necessities of life 
run through these various standards 
of living as follows: 

The expenditures for food range 
from 45 per cent and up of the total 
expense in the bare subsistence level 
by regular gradations downward to less 
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than 20 per cent in the liberal stand- 
ards of living. 

The proportion expended for cloth- 
ing apparently begins at about 12 per 
cent in the bare subsistence level. moves 
gradually up to from 20 per cent to 
22 per cent in the moderately well-to- 
do standard of living and then gradu- 
ally declines in the higher. 

The decade 1930-1940 will see a 
decided increase in the divisions 4, 
5, 6 and 7. So be of good cheer—there 
is a future to American business and 
a definite future to so utilitarian, ser- 
viceable and styleful\.an industry as 
that of shoes. 


Stimulating Consumption 
[CONTINUED FROM PAGE 103] 


members of the N. S. R. A. they are in 
sympathy with the organization. its 
purpose, and its educational features 

..-100 per cent. 

38. The retailer seeks no dominance; 
he seeks success, to which he is justly 
entitled, and everything should be done 
to make him more successful, for when 
he is successful he becomes more enter- 
prising, more progressive, more solvent, 
and learns to sell merchandise at a 
profit. When he succeeds in getting a 
profit he is ready to pay a profit to the 
reliable and consistent manufacturer. 
Similar beneficial conditions indirectly, 
as well as directly, pertain to the tan- 
ner. 

What we want is well-organized, 
profitable business for tanner manu- 
facturer and retailer, and the wise man 
in the shoe trade knows that this can 
be done only by united effort. Let’s 
have it that way, because in union 
there is strength, and neither science 
nor business can develop without co- 
ordination. 

The N. S. R. A. is undoubtedly in 
theory and in practice a power for 
good. It has as its primary object the 
education of the retailer, embracing 
every reasonable method to bring about 
the maintenance of ethics, the elimina- 
tion of trade abuses and bad practices. 

If, therefore, the N A. is to 
function as is intended, it must have 
the enthusiastic support of all those 
who believe in the effect of co-opera- 
tion and co-ordination, and who believe 
in such development as will make the 
world a better place in which to live, 
and a better place in which to trade. 

How absurd it is for an industry 
making three hundred and sixty-five 
million pairs of shoes for the American 
public, shod the best in the world, 
without profit, due to a lack of organi- 
zation, co-operation, co-ordination in 


‘| the industry itself by its leaders! 


Permit me to take this occasion to 
say that I am not unmindful of the 
confidence placed in the N. S. R. A. by 
the business world, for quite a number 
of years. The N.S. R. A. is pleased to 
lay this good will on the altar of sin- 
cere co-operation for the common good 
of the shoe and leather interest as a 
whole. May I not expect, therefore, 
that the leadership in the tanning and 
manufacturing branches of the business 
will enthusiastically support and co- 
operate with us in this thought? 
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FOR 1931 


ASK 
IRWIN W. DAVID 


regarding your 


Sandal requirements 
For Men, Women and Children 


The Largest Stock in the 
States of Imported and 
Domestic Riding, Field, 
Hunting and Aviation 
Boots and Accessories— 
popular in price — the 


finest Quality, Style and 


Workmanship. N. S. R. A. Convention, Detroit 

January 5-6-7-8. 

STYLE B-7018 (Illustrated) Statler Hotel, Room 1305. 
ENGLISH MADE Boston Convention 

High grade Brown Willow Calf, January 12-13-14. 

hand budded, set in front, Statler Hotel, Rooms 569-71 


exact replica of boot worn by 
the Prince of 
Wales, with To those large volume buyers who seek 


straight leg and : 
au <onme the new and unusual with an eye to 


7 & tee Om profits Irwin W. David offers a new 
will appeal to 


the discrimi- line of imported woven sandals for the 
nating equestrian. 





coming year featuring the 


STYLE B-1788 (Illustrated) 
ENGLISH MADE 7 q ATL 
JODHPUR BOOTS 


High Grade Brown 
Willow Calf Strap The only braided shoe ever presented in Amer- 
Jodhpur. English ica that has a distinctive selling feature. Dif- 
made, roomy last. ferent from any shoe you have ever seeu. For 
further information write 


FOR OUR pg ILLUSTRATED The R, Stern Co. 


CATALOG B-7 
IRWIN W. DAVID 
Colt -Cromwell Co., Inc. General Manager 


EST. 1899 
1239 Broadway, New York City 303 Fourth Ave. New York 
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WHERE TO BUY 


Children’s Footwear 


id 








High Grade Goodyear 
Welt Shoes in Stock. 


Wiswell-Everston-Santry Shoe 
Mfg. Co. 
Cedar Grove, Wis. 











No. C7306—Allsizes in stock 
(4 immediate delivery. 
rite for he cir- 





As a fully ventilated 

the Burkley Ven- 
lated Foot Developer 
is unexcelled. Well 
known surgeons recom- 
mend its use. 


Burkley Shoe Co. 
1156 Ne. Main St, 











WHERE TO BUY 


Dancing Sandals 


* KENDALL’S 
For Aesthetic 
Dancing 


IN STOCK 


IN GREY AND 
FAWN. 





4 SIDELINE 
MONBY 
MAKER 








* 


* HAVERHILL, MASS. 





Denver Trade Good 


DENVER, CoL. (UTPS) —George 
Woodring, factory representative of the 
Cinderella Shoe Polish & Cleaner, St. 
Louis, who has been in Denver during 
the past two weeks, reported good busi- 
ness prospects in the shoe business in 
general and estimated Denver trade as 
somewhat above the average through- 





out the country. 


Out of This Depression—Leadership 


[CONTINUED FROM PAGE 90] 


Here indeed, we come up against that 
question of grades and prices in our 
effort to maintain volume because this 
class contents itself with fewer items 
and lower quality when depression is 
low and prolonged. 

In times like the present, selling in 
volume to people of low earned income, 
just isn’t done. Their buying is in 
minimum quantity for immediate re- 
quirements. Sales promotion among 
them, for footwear especially, is econ- 
omical only as incidental to the gener- 
al advertising. 

The advertising program for the pres- 
ent is indicated by the market an- 
alysis. If that analysis shows, as this 
one of Philadelphia does, that there are 
enough people to buy top grades in 
quantity, we find the answer to our 
question about pulling grades. The 
step to take is to check up on news- 
paper circulations and change the 
schedule, if necessary, to get coverage 
of those territories which promise most. 
When business is easy to get, this meti- 
culous measurement of circulation isn’t 
so imperative as it is now, but these 
days, we’ll show good judgment if we 
narrow our advertising down to those 
classes who can buy our grades. 

In many cities where the circulations 
of the several newspapers define them 
as class mediums, special copy for each 
paper used may be necessary for 
promise of sales-making efficiency. 
Quality may be the theme for the 
Star while price becomes the theme 
for the Herald. 

Obviously, more pressure must be 
put onto the individual to induce buy- 
ing during such a period of depression 
and when it comes to putting pressure 
on the individual, the greatest force 
at the retailer’s command is direct 
mail. There are the days to use it per- 
sistently, consistently and in quantity. 
In this instance, I do not mean “syndi- 
cate stuff’ no matter how good it is 
under ordinary conditions: and I do not 
mean to “get out a letter” as the one 
and only bid for business; nor do I 
mean the liberal use of the ordinary 
run of “dealer helps” as furnished by 
manufacturers unless they absolutely 
meet the requirements of the areas in 
which they are to be used. Today, 
anything that induces buying has got 
to be good . . . it must be specific... 
it must be individual. It will probably 
cost more than anything you have used 
before, but here’s a little inside in- 
formation: 

The idea of more advertising when 

business is hard to get is a fine theory 
but it is also a rare practise. Com- 
petition for attention is just as much 
a factor in business as competition for 
trade, and your prospects are having 
less demand made for their attention 
now, than they were in 1928, for in- 
stance. Therefore, instead of compet- 
ing for attention with innumerable 
other bids for business, yours will have 
the mails pretty much to itself; and 
it will be welcome because everybody 
is looking now for a chance to buy... 
right. 
“Yeah, that’s fine,” said a retailer 
the other day, “but suppose every shoe 
retailer in town did the same thing? 
Where would I get off? 
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For all practical purposes, there's 
no use supposing any such thing, be- 
cause the retailers who have the cour- 
age and the initiative to undertake so 
thorough a scheme of timely mer- 
chandising are few and far between. 
That is why so few emerge from a 
period of prolonged depression as new 
leaders in their lines in their respec- 
tive localities, but if all the merchants 
in the United States should undertake 
such a program, it might break the so- 
called “buyers’ strike,” might it not? 

However, that is pretty much of an 
idle speculation. ‘The point is, that de- 
pression breaks down the other fellows 
competition ... that is, his agressive 
competition in sales making and con- 
temporaries who take advantage of 
the open field, emerge as the new 
leaders. 


Decline in Heavy Leather 
Consumption 


New YorK—According to a statisti- 
cal report issued by the New York Hide 
Exchange, the total consumption of 
leather made from cattle hides during 
the first ten months this year was 17.4 
per cent less than the corresponding 
period last year; the total consump- 
tion this year aggregating 14,065,000 
hides. 

The total visible stocks of all cattle 
hides and leathers at the end of October 
stood at 15,430,000 hides, or 9.2 per 
cent more than the 15,049,000 at the 
end of October, 1929. At the respective 
rate of consumption during the first 
ten months of each of the last two 
years, these stocks represented 11.7 
months’ supply at the end of October 
this year, as compared with 8.8 months’ 
supply at the end of October, 1929. 

A comparative analysis of the total 
visible stocks at the end of October, 
1929, and 1930, indicates that the stocks 
in process of tanning was relatively 
lower this year than the previous year 
while the finished stocks were relatively 
higher this vear; the total stocks being 
made up as follows: Raw _ stocks, 
25-1/10 per cent this year as compared 
with 25-2/10 per cent last year; Stocks 
in process of tanning, 27-9/10 per cent 
this — compared with 32-8/10 per 
cent last year; Finished stocks, 47 per 
cent this year against 42 per cent last 
year. 


Rochester Merchants to Attend 
Convention 


RocHESTER, N. Y. (UTPS)—Meeting 
of the Rochester Retail Shoe Dealers’ 
Association last week was postponed 
until after the nationl convention in 
Detroit, January 5 to 8, to give retail- 
ers from Rochester an opportunity to 
report on what they saw and heard, 
President William Pidgeon announ:ed. 

Many Rochester manufacturers will 
have displays of new lines at the De- 
troit show and at Boston the follov ing 
week. New cement sole process s!)0es 
now being turned out by six Roche:ter 
factories in quality shoes after exp:cri- 
ments will be an important part of the 
exhibits. 
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Colorful Costumes—Basic Shoe Colours 


That’s the story for spring 1931— costumes gay 
as gardens, built on the theory of color contrast, 
shoes that may match the soberest note of the en- 


semble, give a deeper accent, or be frankly neutral. 


Serge Blue No. 1310 (Admiralty) 
Grotto Blue No. 1300 

Patou Beige No. 960 (Putty Beige) 
Ormond No. 800 (Sea Sand) 


Suanee No. 


The New Cnstl cS akiaths Q,, hi 





Samples by request to Room 1702 = 100 Gold Street, (New York 
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WHERE TO BUY 
Ballet Shippers 





In Stock Black Kid 
Ballet Right and Left 
Last 
Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INC. 
147 Duane Street, 
New York City 








Rights and Lefts 
Two Grades 


rer 
In Stock 
188 West Monroe 


DELIVERY 


| Fast replacements and in- 
4 stant service generally, 
are necessary for your 
theatrical department. 
Supplying our full line 
to dealers everywhere, we 
i know your needs. 











Write us! 


CHICAGO 


The Hetfert THEATRICAL SHOE CO. 


Tee Siibeet 


Cc 
t Ord ers filled from: 


209 S. hg a 
Coas 
6715 Hollywood Bivd., Holywood, Cal. 7 


ticles shall be acted on in the order 
named: 

To hear and act on the reports of all 
officers, standing and special com- 
mittees. 

To act on all unfinished business. 

To act on all new business. 

To hear and act upon all other busi- 
ness as may be properly and legally 
presented before the convention. 

To nominate and elect the following 
officers—president, vice-president, sec- 
retary, treasurer and board of gov- 
ernors. 

To choose a time and place for the 
holding of the next annual meeting. 

From the office of the National Sec- 
retary again comes the warning to 
those expecting to attend the convention 
that they cannot avail themselves of the 
privilege extended by the railroads to 
get their round trip at full fare plus 
one-half unless they get from the ticket 
agent from whom they purchase their 
ticket to Detroit a convention certifi- 
cate. These certificates should be taken 
to Detroit, where they will be validated 
by national officers at the Book-Cadillac 
Hotel. This certificate can then be used 
to purchase the return ticket at one- 
half the regular rate. 

The year just closing has been a suc- 
cessful one in every respect for the 
National Shoe Travelers’ Association— 








To Make More Money, Move 
More Merchandise 
[CONTINUED FROM PAGE 121] 


“In either case I would have one pair 
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WHERE TO BUY 
Riding Boots 


ee le eh ee ee li ie 


RIDING BOOTS 
IN-STOCK 
For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. / 
Write for catalog. 


CONNE 
3MSHOE Co. 


we 
London Leather Merchant 
Visits U. S. 


LyNN, Mass.—Sir Percy Daniels, 
leather merchant of London, was in 
Lynn recently, and among the tan- 
neries which he visited were those of 
the Benz Kid Co. of Lynn, and the Carr 





of shoes on hand—but what a differ- 
ence.” 

The business boom of 1931 will never 
be built on 1930 merchandise. 

By all the rules of merchandising we 
must greet the coming Spring with 
sound policies, high hopes and new mer- 
chandise. 

Those who cleaned their shelves dur- 
ing the Fall selling season are for- 
tunate. To the others, opportunity 
says, “Now is the time!” 

We all know that in busy times ev- 
erything, good or bad, sells freely— 
comparatively speaking. In slower sea- 
sons customers pick more critically. 
The good sells; the bad is left over. 

Consequently the average stock to- 
day has less value than the same size 
stock would have following a brisk 
season. 

January, 1931, will go down in the 
history of shoe retailing as the most 
critical month in recent years. The 
merchant who “sells and suffers” is the 
chap who will make a money-profit in 
1931. But he who “holds and hopes” will 
accumulate only a shelf-profit that will 
choke his opportunity to be ready for 
the up swing. 

A business analyst says: 

“Technical knowledge and a reputa- 
tion for integrity are the only elements 
of a past career that can be carried 
over into this New Year with success.” 

If we fail to marshal sufficient sell- 
ing energy this January to clean up 
our 1930 stock, we strangle every 





Leather Co. of Peabody. 


soanee of an adequate money-profit in 
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To Urge Immediate Buying 


[CONTINUED FROM PAGE 118] 


successful in membership and in point 
of actual accomplishment. Many of 
these accomplishments will be related 
in the reports of officers and standing 
committees. Definite recommendations 
to merchants will be formulated cover- 
ing their buying activities. In fact, re- 
ferring to the convention of the Na- 
tional Shoe Retailers’ Association, 
which opens immediately following the 
N. S. T. A. meeting. one of the slogans 
to be urged for adoption will be: 

“Start Buying at the Convention— 
Right Now.” 


Snap into It—Start 1931 
Right 
[CONTINUED FROM PAGE 83] 


In your own business and in all lines 
of business and industry, there are 
those who have already realized this 
truth, and for whom, in consequence, 
the depression is now past history. 

Everit B. Terhune has given a slo- 
gan for all industries in 1931—AMER- 
ICA—FORWARD MARCH. That slo- 
gan is particularly pertinent to the in- 
dustry of footwear. We are devoting 
the month of January to a presentation 
of major strategies needed in the shoe 
and leather industries so that when the 
signal is given—“‘Forward March,” 
this may be one of the industries know- 
fhg its objectives, that can with one 
voice say “Onward.” 

One of our first efforts, therefore, is 
to show our proper place in the battle 
for the public’s dollar. We are first 
of all business papers, to interpret from 
the new Census of Retail Distribution, 
the part to be played by the industries 
of the apparel group. The shoe is not 
by itself, a separate and individual 
commodity, neither is it a separate 
item of wearing apparel nor is it an in- 
dustry separated from other wearables. 
If we can begin to realize that the shoe 
industry is a member of the apparel 
group and as such, an ally in the fight 
for the dollar spendable in the retail 
store, then we have stated the first of 
the fourteen points in the new battle 
of all industry for the public’s dollar. 

The next feature in the campaign of 
AMERICA—FORWARD MARCH will 
be published in the issue of January 
38rd—“Calling the Turn” in Business, 
by John H. Van Deventer, Industrial 
Consultant, United Business Publish- 
ers. He will tell: “When wiil business 
in general, and my business in particu- 
lar, begin to emerge from the doldrums 
of able to fores “By what signs will I 
be able to foresee the coming of the up- 
turn?’ 


Stedfast Will Open 
Canadian Factory 


Boston, Mass. — The Stedfast Rub- 
ber Company of Boston and North 
Easton, Mass., is making arrangements 
to open a new plant in Granby, Quebec, 
from which factory they will serve the 
Canadian trade with a complete line 
of Kafsted quarter lining material, 
Stedfast fabric for reinforcing and 
plumping leather, and also backing 
cloth, cover cloth and sock lining. 
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Business Changes 


FLORIDA—Daytona Beach—George J. Lieb- 
man (708 Main St.); boots and shoes; suc- 
ceeded by George’s Men’s Shop, Inc. 

KENTUCKY — Russellville — Wakefied-Gor- 
rell Co.; boots, shoes, etc.; advertising to sell 
out. 


ILLINOIS—Chicago—Jerome’s Bootery (2906 
E. 79th St.); ine. authorized capital $10,000. 


MASSACHUSETTS — Haverhill — Richard J. 
Roche Shoe Co. (70 Phoenix Row); manufac- 
turers; reported selling or sold out. 

MICHIGAN—Detroit—Taub Department Store; 
boots, shoes, etc.; incorporated. 

NEW JERSEY—Bloomfield—Ted’s Shoe Store, 
Inc. (862 Broad St.); boots and shoes; inc. 
authorized capital $125,000. 


NEW YORK — Brooklyn — Classique Shoe 
Shops, Inc. (251 Utica Ave.) ; reported sold out 
to Philip Dembowitz. 

Buffalo—Sterling Shoe Corporation ; boots and 
shoes; Kenneth W. Watters retired; Irving M. 
Bauer elected president. 


New York City—Marseilles Men’s Shop, Inc. ; 
boots, shoes, etc.; inc. authorized capital $10,000. 


Monitor Stores Corporation; boots and shoes ; 
incorprated. 

OKLAHOMA — Anadarko — Jay L. Ayres; 
boots, shoes, etc.; succeeded by Don Jay Ayres. 

PENNSYLVANIA — Philadelphia — Fel-Style 
Footwear, Inc. (5544 N. 5th St.); boots and 
shoes; inc. authorized capital $5,000. 





Failures, Embarrassments, Etc. 


ALABAMA — Fairfield — Drummond & Wil- 
liams Co. ; ts, shoes, etc.; reported offering 
to compromise at 85 per cent. : 

CALIFORNIA — Holtville— W. L. Dressor 
(“Golden Rule Store’’); boots, shoes, etc.; re- 
ported extension granted. 

Santa Paula—George Tighe (856 Main St.); 
boots, shoes, etc.; reported assigned. 


CONNECTICUT—Southington—Bessie Lyman; 
boots, shoes, etc.; reported petition in bank- 
ruptcy. 

Waterbury — Wilber’s Shoe Co.; 
shoes; reported petition in bankruptcy; 
ported receiver appointed. 


ILLINOIS — Chicago — Jefferson Shoe Store, 
Inc, (4818 Milwaukee Ave.); boots and shoes; 
reported petition in bankruptcy. 

Karlson Shoe Co. (11145 S. Michigan Ave.); 
boots and shoes; reported petition in bank- 
ruptcy. 

Quincy—Kessell’s, Inc.; boots, shoes, etc.; re- 
ported offering to compromise at 35 per cent. 


KENTUCKY — Frankfort—Ferdinand Jacobs; 
boots, shoes, etc.; reported asking general ex- 
tension. 

MASSACHUSETTS—Lynn—Joseph F. Marks 
(191 Union St.); boots and shoes; reported 
petition in bankruptcy. 

MICHIGAN — Detroit — Mrs. B. Sandelman 
(14268 Gratiot Ave.); boots and shoes; re- 
ported asking general extension. 

L’Anse—H. Feldstein (‘‘The Fair Store’); 
reported offering to compromise at 35 per cent. 

NEW_JERSEY — Newark — Fanny Jacobson 
(414% Watson Ave.); boots, shoes, etc.; re- 
ported assigned. 

Alexander Levy (‘‘Alexander’s Children’s 
Shoe Shop) (1025 Broad St.) ; boots and shoes; 
reported petition in bankruptcy. 

NEW YORK—Brooklyn—Louis Chaiken (1205 
Avenue J); boots and shoes; reported called 
meeting of creditors for Dec. 12. 

Morris Schoenberg (643 Myrtle Ave.) ; boots 


boots and 
re- 


and shoes; reported called meeting of creditors 
for Dec. 11. 

Martin Weisberger (397 Knickerbocker Ave.) ; 
boots and shoes; reported called meeting of 
creditors. 

New York City—Julius Bernstein Boot Shop, 
Inc. (2301 Broadway); boots and shoes; re- 
ported petition in bankruptcy. 

George Mueller, Inc. (661 Fifth Ave.) ; boots 
and shoes; reported petition in bankruptcy. 

Joseph Levine (2147 2nd Ave.); boots and 
shoes; reported called meeting of creditors. 

Jerome Richland (8742 White Plains Ave.) ; 
boots and shoes; reported assigned. 

Terrace Shoe Corporation (197 Grand St.) ; 
manufacturers; reported called meeting of 
creditors and offering to compromise. 


NORTH CAROLINA—Goldsboro—George Far- 
four & Bros.; boots, shoes, etc.; reported called 
meeting of creditors for Dec. 15. 

Henderson—Mrs. G. Kline; boots, shoes, etc. ; 
reported petition in bankruptcy. 


OREGON—Portland—J. Pearlman (Union Clo 
Co.) (78 Third St.) ; boots, shoes, etc. ; reported 
assigned. 

PENNSYLVANIA—Norristown—Jean Was- 
serman (‘“‘Lenmor Shoe Co.) (73 East Main 
St.); boots and shoes; reported petition in 
bankruptcy; reported receiver appointed. 

Philadelphia—Louis Cohen (7th and Jackson 
Sts.) (7th St. and Snyder Ave.) (621 Ma-*et 
St.); boots, shoes, etc.; reported petition in 
bankruptcy. 

Joseph and Wadyslawa Gawloski (4518 Cott- 
man St.); boots and shoes; reported petition 
in bankruptcy. 

Louis Goodman (2053 Germantown Ave.) ; 
boots and shoes; reported petition in bank- 
ruptcy; reported receiver appointed. 


RHODE ISLAND — Pawtucket — Zarchen & 
Markoff, Inc.; boots, shoes, etc.; reported re- 
ceiver appointed. 

SOUTH CAROLINA—Allendale—W. H. Har- 
din (“Good Luck Co.”); boots and shoes; re- 
ported petition in bankruptcy. 





New Shoe Stores 


Bloomfield, N. J.—Ted’s Shoe Store, Inc., 362 
Broad St. 

Fort Pierce, Fla.—W. N. Crooks, Inc. 

New York, N. Y.—Bon Ton Shoe Stores, 402 
Knickerbocker Ave. 

McGregor, Tex.—J. L. Weinstein. 

aclatley, N. J.—D. & S. Grand, 223 Franklin 
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Big Creek, Cal.—Ernest Rasmussen. 
anne. Ala.—Paul Chalifaux, 2411 7th 
ve. S. 


Tucson, Ariz.—George Herman, 79 S. Meyer St. 

Saginaw, Mich.—W. T. Grant Co., 206-14 E. 
Genesee St. (soon). 

Kearny, N. J.—Hudson Shoe Store, 543 
Kearny Ave. 
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Terra Alta, W. Va.—Thomas Field. 
Kingwood, W. Va.—C. H. Bishoff. 
Weatherford, Tex.—R. U. Price, 
& Spring St. 

Higganum, Conn.—Arthur Curkin. 
Columbia, Ky.—Goff & Garrett. 
St. Louis, Mo.—Scharlott’s, 4902 Gravois Ave. 
Mayfield, Ky.—Henry Chandler, W. Broadway. 
Larchwood, Iowa—C. & C. Whalen. 

New York, N. Y.—H. & B. Orthopedic Shoes, 
Inc., Bronx. 

Grand Rapids, Mich.—Robert Stores, Inc., 500 
Michigan Trust Bldg. 

Detroit, Mich.—Taub Department Store. 
Chicago, [Ill.—Jerome’s Bootery, 2906 E. 
79th St. 

St. Petersburg, Fla.—H. C. Larus, Inc. 
Fresno, Cal.—Henry Detmer, Tulare & Broad- 
way (soon). 

Los Angeles, Cal.—Mandel’s, Inc., Broadway 
& 8th St. 

New York, N. Y.—Good Wear Shoe Store, 
370 E. 10th St. 

New York, N. Y.—Artcraft Footwear, Inc. 

Sioux City, Iowa—Weinberg Co., 504 4th St. 

St. Petersburg, Fla.—H. C. Larus, Inc. 

Verda, Ky.—Middletown & Howard Co. 

Romulus, Mich.—Isaac Jay Wilson. 

Avon Park, Fla.—The Doris Store. 

Morristown, N. J.—Capitol Men’s Shop. 

Philadelphia,» Pa.—Michael Benjamin, 
Market St. 

Raleigh, N. C.—Ammons-King, Inc. 

Virden, Ill.—P. J. Berta, North Side Square. 
ae Cal.—Mac’s Everything for Outdoors 
ore. 

Hollywood, Cal.—Puss ’n Boots Children’s 
Shoe Shop, 4516 Hollywood Blvd. 

Castella, Cal.—Amos Johnson. 

Crockett, Cal.—McMarr Stores, Inc. 

Ryde, Cal.—Perry & A. Fevereiro. 

Kenton, Ohio—Ralph E. Pugh, Kenton Merc. 
Co., North Side Square. 

Violet, Neb.—A. W. Montgomery. 

Andrews, Neb.—Franz Rauscher. 

Detroit, Mich.—Arcade Shop, 1445 Mack Ave. 

Lakewood, Ohio—Chisholm Shoe Co., 14824 
Detroit Ave. 

John Day, Ore.—E. L. Knox Co. 

Eugene, Ore.—E. W. Elliott & Co. 

San Francisco, Cal.—Coliseum Shoe Store, 739 
Clement St. 


York Ave. 
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In-Stock Business Good 
in Cincinnati 


CINCINNATI (UTPS)—In-stock or- 
ders continue to arrive according to 
report from local manufacturers and 
dealers are buying, steadily, in small 
lots. Volume increasing; collections 
good; although December sales so far 
have fallen off from December sales of 
a year ago. 

Retailers in Cincinnati are displaying 
much black. H & S Pogue Co., devot- 
ing a Southern Wear window to a dis- 
play of black patent pumps, severe in 
design, some patterns being relieved 
with light touches of trim about the 
toe; for wear with sport clothes, and 
out-door dresses. In spite of a persist- 
ent effort to introduce color, black is 
the mode, and early predictions for 
Spring are for a run of black with a 
probable strong revival of patent 
leather. 








THIS MAY BE 
YOUR OPPORTUNITY 











SALESMEN WANTED 





SALESMEN WANTED 








SALESMEN WANTED 








our line every day. 


Sandals. 


selling line. 


New York. 


REAL OPPORTUNITY 


for salesmen who have the stamina and energy to work and show 
Many excellent territories available at pres- 
ent. We are not interested in any but workers. Want men to carry 
our line of In-Stock Leather House Slippers and Imported Woven 
Must live on territory and cover same close by auto. 
Give full particulars in first letter. No drawing account. Weekly 
settlements against orders received. Twenty men now successfully 
Easiest selling commodity in shoe game today. 


Maid-Rite Corp. (Manufacturers), 35 York St., Brooklyn, 


- Experienced salesman wanted to 
cover New York City, Brooklyn, 
Long Island and Connecticut 
with up-to-the-minute fast selling 
novelty line of women’s medium 
priced shoes, on commission 
basis. Must have good follow- 
ing and furnish best of refer- 
ences as to character and ability. 
Apply in person or by mail. 


BLEECKER SHOE CO., INC. 


138-140 Duane St. 
New York City 








Want young men with car and 
proven sales ability to represent 
us in the following territories: 
Ohio, Texas, Pennsylvania, 
Southwest, Kentucky, Tennessee. 
Spring line now ready. Shoes 
made by patented process; out- 
standing values. In letter give 
full details; shipments, territory 
covered, etc. 


RAMSEY’S INC. 
347 Rider Ave., New York City 











S ALESMEN wanted by manufacturer of 
Misses’, Children’s and Infants’ welt shoes. 
Stock carried on two complete lines, low and 
medium price. Territories: New York City, 
Brooklyn, Pennsylvania, New Jersey, Delaware, 
Maryland and States south. Give full — 
mation regarding your qualification, also ag 
lines carried and references. Address C257, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





SALESMAN to cover the States of North and 
South Carolina, Virginia, Illinois, Iowa and 
Wisconsin, with a well known line of children’s 
stitchdown shoes and sandals on a strictly com- 
mission basis. State references, past sales and 
experience in first letter. Write C-245, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





Do You Travel 
NEW ENGLAND? 
NEW YORK STATE? 
OHIO? MICHIGAN? 


Can you handle a line of MEN’S 
STITCHDOWN SLIPPERS AND OX- 
FORDS on a commission basis in 
conjunction with the line you are at 
present handling? 


IF SO 


you will be interested in the proposi- 
tion we have to offer to business 
producers in these territories. 

Tell us fully about yourself in your 
letter, and ask us for more informa- 
tion. 

Address O©-253, care Boot and 


Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 











Territories open for reliable sales- 
men for volume trade in Chicago 
and Middle West. Manufacturers 
line of women’s shoes to retail at 
$1.90. 

Address C-249, care Boot and 
Shoe Recorder, 239 W. 39th St., 
New York, N. Y. 
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HELMHOLZ SHOE MFG. CO., Milwaukee, 
Wisconsin, has following territories open 
for men with established trade desiring a side 
line of children’s shoes. Large in-stock depart- 
ment, commission basis: Minnesota, Colorado, 
Western Pennsylvania. 





WANTED: Men who do not take side lines 
lightly. We have a ns grade side line sales 
organization who put real effort into Carpenter 
“Self-Starter” shoes, affording us the opportun- 
ity of submitting substantial commission checks 
at frequent intervals. For Spring we have a 
limited number of territories open upon this 
real repeat line. bain per cent commission. Ap- 
wre THE, 30 samples. If you are a live one, 
write te CARPENTER SHOE CO., Roch: 
ester, N. 





ANTED—Enxperienced salesman to | on 


bponnth tg line of women’s S 


ess and Welt arch shoes, in st Logg Bw 
Territories open: New 
York City, western Massachusetts, Indiana, 
Hudson River 
SHOE COM- 


at $4.00 and $5.00. 


ashington and O: 
to New York cy. 
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MEN. WANTED: To carry Hawkes popular 
priced line of intermediate first walking 
shoes. Twenty-five numbers carried in stock. 
Ten per cent commission. If you are interested 
in a side line of small shoes that are full of 
merit, and when once placed mean repeat _busi- 
ness, write for details. C. H. HAWKES & 
SON, Inc., Rochester, N. Y. 





Ww charge 75 cents. 
word of the address should be coun 
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CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. Minimum charge 
When a box number is desired twelve words should be added for the address. 


The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 
is payable in advance. 
8* Advertisements for this page must be in our New York office on Friday of the week preceding publication. “W® 


In all other cases each 
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SALESMEN WANTED 


SALESMEN to carry complete line of quality 
work shoes nationally known, priced right. 
Strictly commission basis, state territory cov- 
ered. Address C-246, care Boot & Shoe Re- 
corder, 209 South State Street, Chicago, Ill. 


SALESMAN, to sell dept. stores. Women’s 
Novelty McKays—prices $1.25 to $1.75, 
unusual snappy patterns with prices right for 
volume business; an unusual profitable line. 
Address C-247, care Boot & Shoe Recorder, 239 
West 39th Street, New York, 


W ANTED — Experienced shoe salesmen to 


carry line of Czechoslovakian women’s 
footwear. May be carried in conjunction with 
other lines. A hustler can make his expenses 
with these shoes which are Carried In-Stock. 
Write giving references to J. HEILBRUNN & 
SONS, Rochester, N. Y. 


ALESMEN WANTED — A few desirable 


territories open for men -with proven sales 
record by manufacturer of popular price 
Misses’, Children’s and Infants’ Goodyear welt 
shoes. Carried In-Stock. Straight commission 
basis. Apply CHESAPEAKE SHOE MFG. 
CO., 101 Balderston Street, Baltimore, Md. 


LIVE WIRE salesmen for fast line ladies’ 
novelties, $2.00 and $3.00 retail. Straight 
five per cent commission. Address C-252, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


S ALESMAN—With proven sales record to 
sell an unusually strong line of Women’s 
Novelty McKays, to retail at $3.00, $4.00 
$5.00. Liberal commission arrangement 
weekly remittance against accepted orde, 

be carried with another non-conflic'g 
Territories open: Indiana, Mich; 

Iowa, Minnesota, Louisiana, Mis 

rado, New Mexico, and Arizona 

tails and references. Correspo; 

tial. Address C-260, care 

corder, 239 West 39th Street 


ALESMEN WANTED- 

Must be experienced. 
ing to sell Women’s No 
ing at four and five doll 
Straight commission. {$ 
tion and references. 
RROTHERS SHOE, 
Street, Boston, Ma 


I 


LINE WA 
women’s § 
Have good 
years wit 
B E 


ALES), 
Ladies 
Brooklyr 
Record. 
N. Y¥. 


war 

jobb 
vears fol 
Shoe Re 
York, N 


strictly confide: 
& Shoe aie, 
York, N 


REPRESENT« 


A LARGE American s. 
pany wants a Canad- 
has a following in Canad 
of selling the volume trac 
in first letter. Address C 
Shoe Recorder, 239 West 
York, N. Y. 
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FOR SALE 


HOE DEPARTMENT FOR SALE — Good 

line of women’s and children’s shoes, and 
department lease, for sale. In a college town 
of seven thousand, in South West Virginia. 
Best of reasons for selling. Box 97, East 
Radford, Va. 


BUILDING, Stock and Fixtures, all for 


$20,000. Inventory $8,500. Pay $8,500 
down plus payment on building. Net profit 11 
months 1930, 10% after paying manager. Peak 
year net earnings $10,000. Wonderful oppor- 
tunity in Pueblo, Colo. If you have $8,500 
coahe write SHOEMAN, Box 908, Pueblo, 
‘olo. 


WANTED TO PURCHASE 





WANTED TO BU 
Old established men’s 9y@ 
family retail store s-¥ 
Yearly sales $60,0 
location in Mig 
Have considg 





POSITION WANTED 


Mest have position. Shoe Merchandiser, 
good background, retail and wholesale, de- 
partment, jobbing, mail order and resident buy- 
ing experience. Up-to-date, can fill any posi- 
tion, go any place or travel. Wide acquaintance, 
best references as to character and ability. 
Salary subordinate to opportunity. Interview 
appreciated. Write or wire, FERD. I. KOC 


3022 35th Street, Long Island City, Ne 


HAIN STORES office m- 
7 years’ shoe experig 
salesmanship, finan g 
inventories, betws 
ing systems, ; 
facturing ¢ 
uate 





POSITION WANTED 


HOE MANAGER or Salesman, 22 years’ 

experience, graduate practipedist. Best ref- 
erences. EDWARD A. STRAUSS, 1932 
Crotona Parkway, Bronx, N. Y. 





SHOE MAN of above-average ability; 21 
years retail experience, buying, management, 
ing, budgeting, finance, display, advertis- 

., desires connection with future. Pre- 
grades although experienced in fast, 
ar priced methods, too. Mar- 
, clean record, finest ref- 
st employers. Willing 
ppportunity. E. 
yria, Ohio. 


WANTED TO PURCHASE 


If Sy peggy mig selling your ES ag Milbradt 
en or surplus stock com- =; ° 
municate ar ox: emer at- a Rolling Step Ladders 


tention given. -¥ Enable you to reach your 
highest shelves conveni- 


KIRSCH-BLACHER CO., INC. ently. 
624 Broadway New York They last a lifetime 
Phone Spring 1443 and 





Are made in any style, 
shape or size to fit any 
kind of shelving. 


Saigon Write for general catalog 
We will pay the best price for and let us suggest the 
your surplus or entire stocks of shoes, best ladder for your use. 
general rtmen' : : 


Milbradt 
Manufacturing Co. 
Established 18958 


“ S| 2416 No. 10th Street 
fo St, New York Civ =e ST. LOUIS, MO. 


“Vanity Bows” 


Successful with the Trade 
Since 1910 


tyle show you will find 
many of the leading 
turers have trimmed 
nes with Vanity crea- 





samples now. 


dle 
wiil 
otel 
EL 
N HALL 


LY at 86th ST. 
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ADVERTISING PAGES RexoET 





New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 


tion, over 100,000 copies now in use. 


cents. 


Boot and Shoe Recorder 
New York, N. Y. 


239 West 39th St. 


$7-50 


RETAILERS 


Price 50 





“MADE IN PHILA. BY MASTER CRAFTSMEN” 


—o 


C. S. GIBBON CO., Inc. 
54 No. 4th St., Phila., Pa. 


== 
$859 


RETAILERS 
IN STOCK 


Black Suede 
Quarter and Strap 
Light Welt 


Combination Last 13/8 Leather Heel 
Widths AA to EE Rubber Tap 


_—— 





Send for Catalog 











MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 





SHOE CARD AND TICKET HOLDERS 


Our Rudor No. R462, 
illustrated, holds price 
ecards large or small in 
any desired position. 


100% Useful 


We make card and mer- 
chandise holders of every 
description including Ad- 
justit Display Specialties. 


Send for descriptive cir- 
cular and prices. 


sa 7 
wy *}\ 


BAN 
NYY 


Orthwine 
Manufacturing Co. 
J. C. Penney Co. Bidg. 

344 West 34th St., New York 


Yes 


\\ 











49th to 50th Sts. 
Lexington Ave. 
NEW YORK CITY 


800 Rooms 


Each with Tub 
and Shower 


Radio in Every Room 





a Bat 
Tub and Shower 
$3 to 85 
per day 
For 2 persons 
#4 to %6 
per day 
> Suites 


$8 to #12 


per day 
Special Monthly 
and Yearly Rates 








—S——— 

3 minutes’ walk from Grand Central. Times 

Square, Fifth Avenue Shops important 
ial centers, ° .ding shops and 








ATLANTIC CITY NJ. 


Extraordinary Reduction 
in Rates 
No Increase Over Thanksgiving, 

Xmas and New Year’s 

As Low as 
Without Meals 

$2.50 Daily Per Person 

35.00 Up Weekly for 2 
With Meals 

$7.00 Daily Per Person 

85.00 Up Weekly for 2 
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theatres nearby. 10 minuces to Penn. Station. 


Grand Central Palace 
only 2 short blocks away P 4 


























S. Gregory Tayler, 
President : 














Oscar W. Richards 
Manager 











Brisk Holiday Business in 
Cincinnati 


CINCINNATI (UTPS) — Cincinnati 
holiday trade was brisk. Retailers have 
been kept busy. Department stores es- 
pecially express the opinion that the 
end of December will show a satisfac- 
tory increase over the preceding weeks. 
Holiday lines have moved nicely. 

Spring showing for southern wear in 
the better stores leans to white and the 
white kid pump in ensemble displays 
proves particularly attractive. White 
linens are also very good here. Pastel 
colors in pumps (linen) reflect the 
trend to maintain ensemble and color 
schemes in milady’s wardrobe. Sport 
models lean to tan and beige. 

As one manufacturer expressed it, 
large buyers are showing a determined 
spirit and placing their orders in fairly 
good quantities, without hesitation. It 
is expected*that the year’s business 
will not show more than a fifteen to 
twenty per cent drop below normal. 
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SPECIAL OFFER 
FOR J ANUARY onyx 


BUY NEW YEAR REQUIREMENTS 
NOW AND SAVE MONEY 


POLYCLIPS’ 2e @ GROSS 


CARD HOLDERS 
MORGAN SPECIALTY 
CORPORATION 
1440 Broadway 
New York, N. Y. 








NICKEL OR 
BRONZE JUNIOR 











No. 62 
ADJUSTABLE 
PRICE TICKET 
SHOE CLIPS 

Ne. 2 PIN 
of 250, 40c. 
1000, $1.50 











Blacks Lead in Columbus 


CoLumBus, OHI0 (UTPS)—The out- 
standing feature in demand in women’s 
shoes during the past few weeks has 
been dull black kid in strap effects 
and in pumps. Combinations of kid 
and reptile which had considerable 
vogue earlier in the season have 
dropped off to a certain extent, while 
suedes are also falling off in volume. 
In fact many of the Columbus dealers 
are cleaning out stocks of suedes by 
special sales in preparation for the 
early Spring season. J 

All-reptile shoes are selling fairly 
well in certain price lines, but they are 
not important when the total volume 
is concerned. : me 

The one-strap effect with piping of 
silver is rather a popular model of dull 
black kid. Pumps with medium to high 
French heels, ranging from 14 to 18 
eighths and in some cases even higher, 
are quite popular. Be 

In corrective shoes the tie is most 
popular, the outstanding model being 
the two-eyelet tie. Other numbers which 
are showing some activity are black 
and brown satins in brocades or moires. 
White or off-white shades of satin or 
silk shoes to be tinted to match the 
frock for formal wear are attracting a 
good deal of attention. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of Tue Boor aNnp 
Stoz Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Air-0-Pedie Shoe Co., Boston, Mass 
Alden, C. H., Co., Abington, Mass 
Andre, inc., New York City 

Athletic Shoe Co., Chicago, Ill 
Ault-Shackford Shoe Co., Auburn, Me 
Ault-Williamson Shoe Co., Auburn, Me 
Bass, G. H., & Co., Wilton, Me 
Biarritz Sandals, New York City 
Bleecker Shoe Co., New York City 

Blog Shee Findings Co., New York City 
Blue Ribbon Shoemakers, St. Louis, Mo 
Bond Shoe Co., New York City 

Brauer Bros. Shoe Co., St. Louis, Mo 
Brooks Shoe Mfg. Co., Phila., -P: 

Brown Shoe Co., St. Louis, 

Burkley Shoe Co., Brockton, Mass. 
Capezio, New York City 

Carmo Shee Mfg. Co., Carthage, Mo. 
Chicago Theatrical Shoe Co., Chicago, Ill 
Chase, W. S., & Sons, Haverhill, Mass. 
Clapp, Edwin, & Sons, Inc., E. Weymouth, Mass.. 
Colt-Cromwell Co., New York City 
Concord Shee Co., Ine., New York City 
Connell, J. M., Shoe Co., So. Braintree, Mass. 
Conrad Shoe Co., Brockton, Mass 

Crafts, G. P., Co., Manchester, 

Crescent Shoe Co., New York City 
Crossett Shoe Co., Boston, Mass.................+ 
Drew, Irving Co., The, Portsmouth, 0 
Eaton, C. A., Co., Brockton, Mass................ 
Ebberts, John, Shoe Co., Buffalo, N. Y. 
Edwards, J., & Co., Phila., Pa 

Enna Jettick Shoes, Auburn, N. 

Evans, L. B., Sons Co., Wakefield, Mass 
Ford, C. P., & Co., Rochester, N. Y. 
Fried, Lazarus, & Sons, New York City 
Friedman, B., Shoe Co., New York City 
Gibbon, C. S., Co., Phila., Pa. 

Gilbert Shoe Co., Thiensville, Wis 

Golo Slipper Co., New York City 

Green Shoe Mfg. Co., Boston, Mass 
Greenwald Shoes, Inc., New York City 
Grossman, Julius, Inc., New York City 
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Hill Bros., Hudson, Mass 

Hoge-Montgomery Co.; Frankfort, Ky 

Horwitz, Vincent, Co., Ine., New York City 

Hoyt, F. M., Shoe Co., Manchester, N. H. 

Huth & James Shoe Mfg. Co., Milwaukee, Wis 
ideal Baby Shoe Co., Danvers, Mass 

Independent Shoemakers, St. Louis, Mo... 
Jefferson Shoe Mfg. Co., Newton, N. J 

Johnston & Murphy, Newark, N. J 

Kendall Shoe Co., Haverhill, Mass 

LaLonde & Clark, Inc., Rochester, N. 

Laird Sehober & Co., Philadelphia, Pa 

leonard & Barrows, Inc., Middleboro, Mass........ 201 
Levey Bros., New York City 

Lumbard, H. G., Shoe Co., Auburn, Me... 

Maid Rite Corp., Brooklyn, N. 

Marathon Shoe Co., Wausau, Wis 

Menihan Co., Rochester, N. 

Midvale Shoe Co., St. Louis, } 

Mildred Shoe Co., Brooklyn, N. 

Miller, 1., & Sons, Long Island City, N. Y 
Miller Rubber Co., Akron, O 

Morse & Rogers, New York City 

Musebeck Shoe Co., Danville, Ill 

Natural Bridge Sh kers, Lynchb 

Nettleton, A. E., Syracuse, N. Y. 

Norridgewock Shoe Co., Inc., Norridgewock, Me.... 
Nunn-Bush & Weldon Shoe Co., Milwaukee, Wis.. 
Nu-Way Shoe Co., New York City 


Old Colony Shoe Co., Brockton, Mass 


Packard, M. A., Ce., Brockton, Mass. 

Paramount Shoe Co., St. Louis, Mo. 

Paristyle Footwear Mfg. Co., Inc., New York City.. 
Pedigo-Lake Shoe Co., St. Louis, Mo 

Peters, Branch of |. S. Co., St. Louis, Mo. 

Pontiae Shoe Mfg. Co., Pontiac, Ill. 

Powell & Campbell, New York City 

Reed, E. P., & Co., Rochester, N. Y 

Reynolds, Bion F., Brockton, Mass. 

Richards & Brennan Co., Randolph, Mass........ 194 
Rice-O’Neill Shoe Co., St. 

Roberts, Johnson & Rand, St. Louis, Mo 
Robinson-Bynon Shoe Co., Inc., Auburn, N. Y. 

Saks, M. J., Shoe Corp., New York City 

Schwartz & Herder, Ine., Phila., Pa 

Shaft-Pierce Shoe Co., Faribault, Minn 123, 202 
Sherwood Shoe Ce., Rochester, N. Y..... Soccecess 49 
Smith, Wm. Sumner, Chicago, Il 

Stacy-Adams Co., Brockton, Mass. 

Stetson-Abbott Shoe Co., Auburn, Me. 

Stern, R., Co., New York City 

Sweet, Alfred J., Co., Auburn, Me. 

Tupper Slipper Corp., Brooklyn, N. Y... 

United Shoe Mfg. Co., St. Louis, Mo 

United States Shoe Co., Cincinnati, 0. 

Valley Shoe Corp., St. Louis, Mo 

Vitality Shoe Co., St. Louis, Mo................. 149 


Weiss, J., Shoe Co., New York City 


Wiguelt- Everston-Santry Shoe Mfg. Co., 
G MM sub dieeksds cate sa eres teesccsce 13, 204 


Wolff. Tober Shee Co., St. Louis, Mo 
Wright, E. T., & Co., Ine., Rockland, Mass. 





SHOE ACCESSORIES 


Fit-Rite Overgaiter Co., Phila., Pa 
Imperial Spat Mfg. Co., Denver, Colo 


Manolis Mfg. Co., Chicago, Ill 
Treeing Machine Co., settee 


Rauh & Co., S., New York City 


Schaeffer & Co., Reading, Pa 
Scholl Mfg. Co., Chicago, Ill 
Star Footwear Mfg. Co., Phila., Pa 


Williams Mfg. Co., Portsmouth, Ohio 


HAND BAGS 


Goldsmith Bros., Ine., New York City 


SHOE ORNAMENTS 


Bischaff Mfg. Co., New York City 

Heyman, Marcus A., New York City 

Hy Grade Slipper Supply Co., New York City 
King, C. S., Co., Providence, R. I 

Reynolds Co., The, Providence, R. I............ . 
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